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THREE GOOD REASONS 


Why you should do your bookkeeping on the 


ELLIS ADDING-TYPEWRITER MACHINE 


First: You are sure to get your monthly balances, because it is the only machine 
which automatically prints its totals and proves its day’s work; 


Second: It wil! save you 50% on the cost of your bookkeeping; 
Third: It will economize your office space 33%. 


Used by large Banks, Insurance Companies, Specialty Shops and 
Department Stores throughout the United States 





WRITE OUR HOME OFFICE FOR FULL PARTICULARS 
ABOUT THIS MACHINE AND ITS USERS 


Ellis Adding-Typewriting Company 


Home Office 


Newark, N. J. 
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NEW YORK RETAILERS CALL FILENE’S MOVE A 
PUBLICITY MEASURE 


Expect It to Have No Lasting Effect Upon Methods of Distribution—See No Material 
Reduction in Charge Accounts. 


‘Women’s Wear.”’ 


Interest in Filene’s unprecedented plan to 
charge 50 cents a month “for the privilege of 
active use of a charge account” overshadowed 
all other features of the revolutionary pro- 
gram announced by the Boston store, in dis- 
cussions with New York retailers yesterday 
and today. 

The merchants have grown pretty much ac- 
customed to the subject of a charge for deliv- 
eries, “however much they may disapprove of 
the plan” and a few hours more or less in the 
extension of the return goods privilege can no 
longer rouse them to vehement comment; but 
the 50 cents a month charge on credit accounts 
did startle them and cause them to sit back 
and ponder over its probable effects. 

After consideration, most of them expressed 
the belief that Filene’s announcement had been 
made more for its advertising value than for 
anything else. They were not inclined to be- 
lieve it would make any lasting difference in 
methods of distribution and many of them ex- 
pressed curiosity to know what attitude would 
be taken by Jordan Marsh, John Shepard and 
the other leading retailers of Bosten. 


Sees No Radical Effect Upon Retailing. 


One prominent New York retailer said: 
“Some stores like more than anything else to 
be talked about, and Filene’s step is a good 
advertising measure. I don’t believe it will 
have any radical effect upon methods of dis- 
tribution, because we can’t discontinue the 
credit business. Our entire civilization and 
economic structure is based upon credit, and 
it is out of the question to attempt to elimi- 
nate this valuable instrument.” 

None of the men interviewed were of the 
belief that Filene’s new policy would have any 
serious effect upon the store’s volume of 
charge account business. Women who can 
afford to carry charge accounts at the stores 
will not be seriously concerned over the mat- 
ter of paying 50 cents extra for the privilege, 
they said. 

One credit man pointed out, however, that 
Filene’s provision that the 50 cent fee shall be 
collected only for months during which the 
charge account privilege was used, would have 


a tendency to cut down credit purchases on the 
part of a woman who had not made any charge 
purchases jn the earlier part of the month. 

“A woman who has not used her charge ac- 
count during the first half of the month, and 
then wishes to make a small purchase,” this 
man pointed out, “will hesitate to use her 
privilege to charge it because it will cost her 
50 cents to do so, and she may not be sure 
she will want to make any more charge pur- 
chases that month.” 


Charge of 1 Per Cent on Credit Sales. 


The average volume of a charge account 
customer’s purchases in a month was esti- 
mated by another man to be $40 to $50. If 
this is the average business done by a charge 
account customer at Filene’s, the 50 cent fee 
would amount to a 1 per cent rate. This, one 
man said, was a very low rate to charge for 
the extension of a banking accommodation 
worth 6 per cent. The man who made this 
calculation expressed hearty approval of 
Filene’s action, and said it was his opinion 
that the retailers had been too slow and back- 
ward jin taking advantage of their opportun- 
ities to introduce reforms in retailing which 
would reduce the cost of doing business. 

“Filene’s have done the right thing,” said 
this man. “There is no reason why the charge 
account customer should not be required to 
pay the added cost of carrying her account.” 


Says Cash Sales Cost as Much as Charge Sales. 


The credit manager of a New York store 
sharply contested this point of view, and de- 
nied that the cost of selling a charge account 
customer was any greater than the cost of 
handling the cash sale. 

“Filene’s action must be considered from two 
standpoints,” said this man. “First, the ques- 
tion of justice, and second, the standpoint of 
expediency. Filene’s, in their announcement, 
assume, as Macy’s have done in advertising 
their deposit account system, that charge sales 
cost more than cash sales. I do not think 
it is so. The operations entering into a cash 
sale are as numerous and complex as those re 
quired for a charge purchase, and there is just 








al 


count 
esti- 
i. = 
harge 
it fee 
;, one 
‘e for 
lation 
> this 
il of 
pinion 
back- 
ortun- 
which 


said 
charge 
red to 
-ount.” 


Sales. 


store 
nd de- 
ccount 
cost of 


om two 
p ques- 
oint of 
cement, 
ertising 





THE CREDIT WORLD 


or 





as much bookkeeping to be done in both cases. 
The percentage of losses on charge business is 
infinitesimal and the interest cost of carrying 
the account does not amount to enough to be 
a material factor in the price of goods. 


Prefers to Charge Interest on Overdue Ac- 
counts. 

“Filene’s attribute the adoption of their new 
program to a desire to co-operate with the 
Council of National Defense. I do not believe 
it is the desire of the Government to discour- 
age charge account business, or that the Gov- 
ernment considers charge business more 
wasteful than cash business. There is waste 
and extravagance jin both methods and what 
the Government seeks is the elimination of 
waste and unnecessary costs wherever they 
are to be found. Better than Filene’s move 
would be an attempt to cut down extravagance 
in the use of a charge account, by imposing an 
interest charge on overdue accounts, for in- 
stance. This would not penalize the honest 
and reliable credit customer, but would dis- 
courage the abuse of the privilege and would 
keep people from buying beyond their means. 

“It certainly cannot be desired by any busi- 
ness man to eliminate credit as the basis of 
commercial life in all branches of business, in- 
cluding the wholesale end. Every one recog- 
nizes that the extension of credit by whole- 
salers to jobbers and retailers is not only an 
imperative need that cannot be safely tam- 
pered with, but that it is a desirable element 
which no one would want to remove. It is 
common knowledge that credit makes pos- 
sible the expansion and growth of business 
and enterprise. Then why remove credit as a 
basis of retail sales, or why seek to discourage 
it, as Filene’s and some others seem eager 
to do? 

“Filene’s plan, it seems to me, is based on 
a misconception of the purpose of credit. 
credit is not a privilege, as they term it in their 
announcement; it is a convenience, to which 
the public is entitled: just as it is entitled to 
the convenience of paying its milk bills once 
or twice a month, rather than rising at 4 a. 
mM. every morning to pay the milkman each 
time he delivers a bottle. It is a distinct con- 
venience to the customer to be able to pay for 
his purchases on a single bill. It conserves 
time and effort and is an economic saving. 

“In war time, particularly, we ought to be 
careful about the way we handle the credit 
system. War calls for expansion, a certain 
amount of inflation, to enable us to care for 
the extra expenditures it requires. Imagine 
What would happen if all charge acccunts were 


cancelled while a Liberty Loan drive were in 
progress, if people planning to buy bonds sud- 
denly received urgent calls to come to the 
credit office and close their accounts. People 
who have been accustomed to carrying ac- 
counts at the stores are always a month’s 
payment behind and figure on the charge 
account accommodation in planning their 
purchases for the coming month. If this 
accommodation should suddenly be cut off 
from them, they would at once find their buy- 
ing power curtailed to that extent, and war 
loans and war funds would suffer from the 
effects.” 


Cleveland Wouldn’t Consider Plan. 


I do not believe in making revolutionary 
changes and trying out new and unnecessary 
ideas at this time, simply because we have 
been called upon to do some things that will 
aid in winning the war,” said N. L. Dauby, 
general manager of the May Co. “So far as I 
can see this innovation proposed by Filene’s 
could do no good jin that way, buts its results 
would be far from <atisfactory to the busi- 
ness. 

“While complying strictly with all Govern- 
ment requirements, we want to retain our 
policies, the foundation upon which our busi- 
ness was built, and to adhere closely to those 
ideas we have found successful. We would 
not think for a minute of adopting a plan that 
would call for a charge for deliveries or for 
carrying accounts.” 


Says Local Conditions Prevent. 


“Local conditions are not such as to admit of 
a change of this character,” said Victor Sin- 
cere and B. A. Spayne of the Bailey Co., “and 
We can not see the need of them any way. 
Nothing could be gained by revolutionizing 
our system of doing business, so far as we can 
see at the present time. Outside of such 
things as the Government thinks necessary, 
we will be much better off if we go along in 
our regular way and do business.” 

“IT would not consider such a thing,” said 
Asa Shiverick, president of the Higbee Co., 
when the Filene plan was brought to his at- 
tention. “We have our plans and policies, 
which are proving successful, and it jis our 
purpose to follow them—instead of looking for 
something else. We can see no advantage in 
the proposed changes, while on the other hand 
there might be a great many objections.” 


Sells More to Credit Customers. 


“Nothing doing on such a change as this,” 
said W. B. Davis, of the W. B. Davis Co., who 
handle men’s wear and also operate a women’s 
department. “The losses of our credit busi- 
ness, up to the declaration of war, were hardly 
one-half on one per cent. They have been 
slightly heavier since then, but not enough to 
make any material difference. We sell more 
merchandise to charge than to cash custo- 
mers and the business has proved profitable 
and satisfactory. I can’t see why such a busi- 
ness should be damaged by making a monthly 
charge for the accounts. 
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ADDRESS BY W. A. HOWLAND 


President Lincoln Retail Credit Men’s Association. 


Gentlemen :— 


It is with a great deal of pride and grati- 
fication that I take this opportunity of thank- 
ing you members present, also those absent, 
for the honor conferred on me at your last 
meeting, when you elected me for your Presi- 
dent of the Lincoln Division of the Retail 
Credit Men’s National Association for the en- 
suing year. 

I can’t truthfully say that I accept the posi- 
tion with any reluctance, but still I am fearful 
that my many shortcomings, which are best 
known to myself, will be too clearly disclosed 
when my year of service shall be compared 
with that of our worthy past President, and 
I wish to take this opportunity of thanking him 
for the service and help he has been to me 
and, I know, to others of you. If you and my 
successor can speak as well for me, when my 
term has ended, I will be amply repaid. 

The coming year appears to me to be 
crowded with many very important and, I 
might say, vital questions that must be han- 
dled by us with extreme caution and very 
careful consideration. If I did not know that 
I was safely surrounded by a splendid Board 
of Directors, whose advice can always be 
freely accepted, I would look to the future 
with real misgiving, but I am resting easy, 
gentlemen, in my security. 

Speaking for your Board of Directors, I 
must caution you that we need the united 
effort of every member of the Association and 
if you are called upon, for any regular or extra 
service, think twice before refusing it. We 
are all busy, gentlemen, but the work that is 
done by our Association is for the good of us 
all and we must all put our shoulder to the 


wheel. To the various committees and their 
chairman, I especially appeal and hope we 
may have your untiring support. 

This reminds me that I am the first to 
transgress. Your committee appointments 
have not been fully made up, but I will have 
them in your hands in the very near future. 
I wish, at this time, to emphasize the import- 
ance of our Membership Committee and Pro- 
gram Committee—I can’t help but feel that 
these two committees form the foundation of 
our very existence and if they fail us, we might 
just as well cease our efforts toward a United 
Credit Association. 

Following closely after these committees 
comes the Press and Publicity, Credit Co- 
operation, Credit Department Methods and 
Business Literature; Bankruptcy and Investi- 
gation and Prosecution; Interchange Bureau 
and Mercantile Agency, and Legislative, all 
vital and very important. 

Among the subjects that I feel we must give 
immediate attention this year, are Uniform 
Credit Application Blanks, a Closer Credit In- 
terchange of Bad Accounts, a More Uniform 
System of Making ovr Reports and inquiries 
to Mr. Meyer, of the Nebraska Credit Co., and 
a concrete Publicity Advertising campaign. 

There are many other subjects of equal im- 
portance, but we will try and meet them as 
they appear. 

I have tried to briefly outline the future and 
its problems, as they appear to me, and to 
solicit your hearty support in solving them, 
and I know from past experience that it will 
be freely given. 

gain thanking you for your indulgence and 
the honor paid me, I am vours to command. 
W. A. HOWLAND. 
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ABOUT CREDITS. 


It is the purpose of our Credit Department to make firmer friends of Our patrons 
and to render a service that will be appreciated by people of responsibility and good 


It is intended and expected that accounts will be settled on a monthly basis, that 
we may be fair to all and avoid the evils sometimes attributed to the credit system. 
The proper use of credit privileges is sure to be mutually beneficial and enables 
both buyer and seller to have a more accurate record of purchases. 


Our Credit Department is a busy place. 
items are handled daily and errors may occur in spite of our efforts to eliminate them, 
but you will always find us ready and willing to correct them, pleasantly, if you will 


We shall be pleased to meet you personally and explain our credit system; and 
assure you of our best attention to every purchase or request you make. 


Sincerely, 


A large number of applications and other 


RUDGE & GUENZEL CO., Lincoln, Neb 
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FORM LETTERS AND PUBLICITY DEPARTMENT 


DECLINING AN ACCOUNT 


Oppenheim, Collins & Co., New York. 
Dear Madam :— 

Referring to your application for a charge 
account made at our establishment recently, 
our Credit Department reports that your appli- 
cation does not conform in all respects with 
our credit requirements, and for this reason We 
are unable to open the account at the present 
time. 

Regretting our inability to comply with your 
request, we are, 

Very truly yours, 
OPPENHEIM, COLLINS & CO. 


Boggs & Buhl, Pittsburgh and New York. 


Mr. John Blank, Wood Street, Pittsburgh, Pa.: 
Dear Sir—In response to your request for an 
account with us, while the replies from the 
references given speak of you in an apprecia- 
tive manner, we feel, considering all the cir- 
cumstances, that we had better not change the 
pleasant relations heretofore sustained on a 
cash basis. 
Thanking you for the courtesy of offering 
the account, we are, 
Very truly yours, 
BOGGS & BUHL, 
By Credit Manager. 





The Jones Store Co., Kansas City, Mo. 


Mr. J, Todd, 2323 Scott Ave., Fort Scott, Kan.: 

Dear Sir—Referring to your recent applica- 
tion for an account, we regret that we are 
unable to extend this privilege at this time for 
the reason that the information received upon 
the investigation of your application is insuf- 
ficient to establish a basis of credit. 

However, we shall be pleased to make fur- 
ther investigation provided you care to submit 
other credit references. 

Yours very truly, 
THE JONES STORE CoO., 
Dept. of Accounts. 


Levy Bros. Dry Goods Co., Houston, Texas. 


Mrs. John Smith, 309 Main St., Houston, Texas: 

Dear Madam—We regret very much to ad- 
vise that at the present time we cannot place 
your name on our books for an account, as 
requested. However, we shall be glad to serve 
you in any other way that we can and shall 
hope to be favored with your patronage when- 
ever you need anything in our line. 

Respectfully yours, 
LEVY BROS. DRY GOODS CO., 
By Credit Manager. 





The Jones Store Co., Kansas City, Mo. 


Mrs. C. P. Welch, 3816 South Main St., Kansas 
City, Mo.: 

Dear Madam—Referring to your recent ap- 
plication for an account, we regret that we are 
unable to extend this privilege at this time for 
the reason that the information received upon 
the investigation of your application is insuf- 
ficient to establish a basis cf credit. 

Yours very truly, 
THE JONES STORE CO., 
Dept. of Accounts. 





Boggs & Buhl, Pittsburgh and New York. 


Mr. John Blank, Wood Street, Pittsburgh, Pa.: 

Dear Sir—In response to your request for an 
account with us, permit us to say that while 
the replies from the references given speak of 
you in an appreciative manner, they do not in- 
form us sufficiently regarding your financial 
responsibility, particularly with reference to 
your ownership of real estate. 

Under the circumstances we think it better 
that we do not change the pleasant relations 
we have heretofore enjoyed on a cash basis. 
We appreciate your courtesy in offering this 
account and trust that the excellent shopping 
facilities of this store will continue to merit 
and receive your patronage. 

Very truly yours, 
BOGGS & BUHL, 
By Credit Manager. 


EXTENDING THE PRIVILEGE OF AN ACCOUNT 


Shepard Norwell Company, Boston, Mass. 


It gives us great pleasure to be allowed to 
Place your name on our books as one of our 
regular charge customers, and to facilitate de- 
livery of merchandise when you are patron- 
izing our store: we are enclosing herewith a 
shopping coin. 

We trust that as the months and years of 
our acquaintance go along, you may find satis- 
faction at all times, not only with the quality 
of our merchandise, but also with the service 


we hope to render, and that you will find 
shopping at our stores a source of pleasure and 
profit in each and every instance. 

Our bills are rendered the first of every 
month, and we very much prefer that settle- 
ment be made within ten days. 

Anticipating a liberal share of your patron- 
age, we are, 

Yours very truly, 
THE SHEPARD STORES, 


H. Wright, Sec’y Committee of Accounts. 
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EXTENDING THE PRIVILEGE OF AN ACCOUNT—Continued 


Wm. Taylor Son & Co., Cleveland. 

It gives us pleasure to inform you that the 
privileges of a monthly charge account are at 
your service, with the understanding that each 
month’s purchases shall be paid for within 
the first three days of the following month. 

Your account will be necessarily subject to 
our customary rule; that in case payment is 
delayed we must decline additional charges, 
after the 10th of the month, until the previous 
month’s account shall have been settled. 

We trust you will find the account a con- 
venience. 

Yours very truly, 
WM. TAYLOR SON & CO., 
Credit Dept. 

(Letter acknowledging new account when it 
is necessary to state definite terms. Gener- 
ally sent to customers having slow ratings.) 





Boggs & Buhl, Pittsburgh and New York. 
Mr. John Blank, Wood Street, Pittsburgh, Pa.: 

Dear Sir—We esteem it a privilege to enter 
your name on our list ct charge customers and 
shall be pleased to honor such orders as we 
may be favored with, bills being rendered 
monthly. 

Trusting you will find it corvenient to avail 
yourself of the facilities of our establishment, 
we remain, 

Very truly yours, 
BOGGS & BUHL, 
By Credit Manager. 





O’Connor, Moffatt & Co., San Francisco, Cal. 
Dear Madam: 

Replying to your application for an account 
with us made a few days ago, we beg to say 
that we will be pleased to open the same for 
a limited monthly account. 

We render our bills on the first of each 
month, and settlement is customary within 
thirty days. 

Assuring you we will appreciate your valued 
patronage, and that we will make every effort 
to please you with our store service, we are, 

Yours very truly, 





O’Connor, Moffatt & Co., San Francisco, Cal. 
Dear Madam: 

We are pleased to inform you that we have 
placed your name on our books for a charge 
account, and will be glad at any time to 
accommodate you in a credit way. 

Assuring you we will appreciate your valued 
patronage, and that we will make every effort 
to please you with our store service, we are, 

Yours very truly, 





Messrs. Black, Starr & Frost, take pleasure 
in advising you that they have this day opened 
an account in your name. 





The best result of good work is a good 
workman. 





\in our establishment. 








Berkson Bros., Kansas City, Mo. 
My Dear Mrs. 
It having come to my attention that you 


have opened an account with us, I wish to 
thank you for this evidence of your confidence 
We shall endeavor to 
see that so long as we are favored with your 
business, everything both in merchandise and 

service will be entirely satisfactory to you. 
Our organization being large and the busi- 
ness one of great detail, errors may sometimes 
occur, but if anything happens which is not 
readily adjusted, I should appreciate your ad- 

vising me personally regarding the matter. 

Very truly yours, 
MANAGER. 





Berkson Bros., Kansas City, Mo. 

We have entered your name on our list of 
charge customers, and are glad to have this 
opportunity to express in advance our appre- 
ciation of your patronage. 

Our constant aim is to 
styles in dependable wearing 


supply the latest 
apparel for 


“women and misses. 


We also aim to excel in the many service 
features which make shopping a pleasure, and 
we welcome your frank criticism of our short- 
comings. 

As ours is a store devoted exclusively to 
ready-to-wear merchandise, we believe we are 
best fitted to meet all your desires in our line. 

An itemized statement of each month’s pur- 
chases will be mailed on the first of the follow- 
ing month with the customary terms of thirty 
day settlement. 

Very truly yours, 
BERKSON BROTHERS. 


The Jones Store Co., Kansas City. 
Mr. G. P. Bell, 1435 East 30th St., Chicago, IIL: 

Dear Sir—Referring to your recent applica- 
tion for a monthly charge account, we are 
pleased to state that an account has been 
opened in your name. 

You will please be advised that our accounts 
are due and payable in full on or before the 
10th day of the month following the date of 
purchase. 

We are enclosing herewith Identification 
Coin No. 21400; identification is required in all 
cases when purchases are to be taken from the 
store. 

We trust you will avail yourself of the con- 
venience of this account at an early date. 

Yours very truly, 


THE JONES STORE CO., 
Dept. of Accounts. 





In the extension of credit the Credit 
Manager may be exacting, but no custo- 
mer can afford to stand before the world 
as unwilling to satisfy a legitimate in- 
quiry into his affairs. 
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GUARANTEE FORMS 





Form of Guaranty Adopted by the Retail Credit Association of Minneapolis 


Minneapolis, Minn.,__- 


In conside ration » thet you will extend credit to 


address_____ .. ‘i ° -.--from time to time on open account, in a sum not to exe eed 


> 


or any part thereof remaining unpaid 


Address - - - - a — 


.-.--, at any one > tenn, I hereby bind myself absolutely to the payment of the said account 
-days after date of sale; and I hereby expressly waive notice of the 


acceptance of this contract, notice of the delivery of the goods, and notice of non-payment. 





Original size 844x314 inches 








To WM. FILENE’S SONS COMPANY 
Boston, Mass. 

Please sell to._....____- 
on your usus il credit terms, such goods, wares and mer- 
chandise ¢ ..-... from time to time may select, and 
in canaiiieasion thereof I hereby guarantee and hold 
myself personally responsible for the payment at ma- 
turity of the purchase price of all such goods, wares and 
merchandise so sold and delivered, whether evidenced 
by open account or note. I hereby waive notice of ac- 
ceptance thereof, amount of sales, dates of shipment or 
delivery, and notice of default in payment. I further 
waive the requirement of legal proceedings against the 
said purchaser. 

This is intended to be a continuing guarantee apply- 
ing to all sales made by you to - 
from this date until the same is revoked by me in 
writing 

Witness my hand and seal this day 
of ae ———s | Co 








BERKSON BROS. 

Cloak and Suit Co. 
1108-10 Main St. 
Kansas Crry, Mo. 


CREDIT GUARANTEE 


Occupation _____- 
Firm Name-- 
Address___._- a“ " 
I, or we, hereby guarantee the account of . chews 
applicant and will be re sponsible for any indebtedness 
sacblonih de tetiseat wee may incur up to $ 
This guarantee will remain in force until written notice 
is given to release guarantor. 
Name 


Witness 





Original size 5 44x64 inches 


Original size 6x9 inches 


CREDIT BUREAU FORMS 








CREDIT RATING BUREAU 


Retail Merchants’ Division 
Providence Chamber of Commerce 


Time Received Time Completed 
Member's Rec'd Ratings ~ | Not 
No. | by Furn'd Rated 


Full Name_ 


Given name of wife or husband_ 
Address 


References 





Name (Surname first) ___- 
Address____- 


To THE MEMBER 


You inquired about this person_ 
It is important that you rate him now if 
The account was opened. 


Please return this blank promptly. Store 
Number-_-_-_- 
Acct. not Limit of ‘|Aver.Mo. |Amt.dueor _ 
Opened Credit | Purch’s | Past due__.._ 








Pay (30Da. |30-60 |60-90 |90-120|Pays |Dem’d 
Habit Days |Days |Days jon Ac’t|Cash 
F Ss is DC 


Remarks—If caution is advised, Why?_._ 








CREDIT RATING BUREAU 
Retail Merchants’ Division 
The Providence Chamber of Commerce 


CLEARING OF REFERENCES 


Date_. 
On_- . ie sneerdees 
Street 
Sasha ck Avenue. 
City 


Correcte do 


or Additional Address 


CHECK Your R EXPERIENCE HERE 
Account opened 
Highest recent credit 
New account, just opened_ 


, $... 


Memoranda account_ 
Do not find ‘ 
Pays 30 days____...Pays 60 days____.__ Pays 90 days 
Pays satisfactorily____Pays on account. Pays weekly 
Credit unlimited__ 

Slow, but good_- la 

Past due_________.....Account paid up_- 

Account secured 
Cash or C. O. D. required 
Lease account sobs 
Goods repossessed _ _ _- ..-Given to attorney__- 
WANTED BY-_ 
FrRom_-____ 








Original size 5x8 inches 


Original size 444x7 inches 
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BLANK APPLICATIONS FOR ACCOUNTS 


Phones 60847 Main 1556 








Member of R. M 
RETAIL MERCHANTS’ CREDIT ASSOCIATION, Inc. Date- 
Los Angeles, Cal. 


No. APPLICATION For CHARGE Account WitTH 
NAME OF NAME OF 
HvusBaNnD WIF! 


Spell correctly—surname first—write first and middle name in full—state if single or widow 
RESIDENCE BUSINESS 
(DDRESS \DDREss 
FORMER 











Res. PHon: n SEND STaTE- 
ADDRESS Bus. “a MENTS TO 
OccuPATION EMPLOYER’S NAME SALARY 
AND ADDRESS 
How Lona How Lone How Lone Own Homt 
PRESENT PRESENT In L. A or RENT 
ADDRESS EMPLOY 
I Own orn Have Equity IN THE FOLLOWING REAL ESTATE, VALUED AT S$ 
Source OF INCOME 
TERMS AS AVERAGE AMOUNT Limri 
AGREED DestrRED MONTHLY 
Bank State if BRANCH Sav. orn Cr. Ac 3ANK SI 4 EORN 
REFERENCES—LOCAL AND Home Town 
A UTHORIZED GUARANTEED 
BUYERS By 
APPLICATION Map: ADDRESS OF 
By (SIGNATURE APPLICANT 
REMARKS 
Original size 8!}ox5!2 inches 
Member of Milwaukee Society of the Retail Credit No... . Date... 
Men's National Ass’n 
' . APPLICATION FOR CREDIT 
CREDIT DEPARTMENT 
Date Adopted by 


I hereby make application for a charge account 
which I understand to be on a basis of monthly settle- 
ments. As a basis for this account I submit the fol- 
lowing statement which I expect to be considered 
strictly confidential 


Dauias Reta Crepir Men’s Assn. 





Name Full Name 
Address - - - — 
Since When. Board—Rent 
Former Addr - Home Address __-_-.- Own Home heck when 
smployed Dy , Bill is to be 
Business or Occupation__- Since When_- : Business Address_ : Mailed 
Former Employer 
Property Owner __...Where Located Name of Firm_- 
Rooming Bank Checking. Oo eine 
Renting - With Saving —- ‘ ccupation..... , Salary. 
Kancnaint of Credit desired How Long in Dallas? _.___- How Long in Position? 
Have a/c with. ; fi me Former Address ‘ 
Phone. ‘ 3ank__ 
Other References Relatives Name and Address 
' Siened by 4 > Line of Credit Wanted_ Will Pay 


References 


FOR CREDIT MAN ONLY ae 


- 
C.B G . 
Retines | UC a Series H... J Authorized to Buy on Account_____- . 
— ss iat 
O i aes 


. Remarks: 
Limit__- No.. Folio_..- =e 


Opened By- = vie 
Approved By 








Signature___ 














Original size 5 4x10 inches Original size 544x814 inches 
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FORMS FOR INQUIRY 








REFERENCE INQUIRY 
From. 


To. 
Address____- 
Date 
Kindly give us below your ledger experience with 
I cnsscinen 
Address__--- 


which information we agree to hold in strict confidence. 
Applied for account Refers to you___- 
Our experience attached____.__- 
er 

Member Ass’d Ret. Cred. Men of N.Y. City, Inc 
Sold Since_ - 
Highest recent credit—___-~- 
Owing now $ 
Date last paid_- m 
Pays in__-_- ; days 


For months of_-_-_- 


If inactive, Guaranteed, Secured, Goods largely re- 
turned or collected by attorney, please specify. 


Approved and Adopted by 
Ass’d Retail Cred. Men of New York City, Inc. 


of which we are members 








Original size 5x7 inches 








WM. FILENE’S SONS COMPANY 
ISTON 

The customer mentioned below desires to open an 
account with us and refers to you. 

Any information you may give us regarding the 
standing and responsibility of this customer will be 
treated as strictly confidential, and we shall hold our- 
selves in readiness to return the favor. 

Thanking you in advance for your courtesy, we are, 

ours very truly, 
¥ .NE’S SONS CO., 
sds tenaheneteasiaea Credit Manager. 





REFERENCE INQUIRY 
Approved and Adopted by 
DALLAS RETAIL CREDIT MEN’S ASS’N 
Dallas, Texas 


Date___ 


Kindly give us in confidence answers to the 
following questions regarding: 


2. About how long have you known this party? 
3. To what credit is party entitled? __ 

4. Own Property?__------ 

5. How regarded in the community? - 

6. Would you consider good for $ line? _. 


If you have had any ledger experience, please answer 
also the following: 

7. Sold since_- 8. Highest recent credit_-_ 

9. Owing now.._- _.10. How old_. 


11. Habit of paying_-_- i 
This information will be held strictly confidential 
and we shall be glad to return the favor at any time. 





Yours very truly, 
W. A. GREEN COMPANY 
Member: Dallas Ret. Cred. Men’s Ass’n 
Ret. Cred. Men’s Nat’l Ass’n 
Enclosed Stamped Envelope. 





Original size 6x9 '5 inches 








Original size 5!<x8 9 inches 








GIMBEL BROTHERS 
New York 
Will you kindly oblige us confidentially with such 

information as you may have concerning the responsi- 
bility and promptness of_- . 
and we shall appreciate the favor and reciprocate the 
courtesy should occasion offer. 

Very truly yours, 

GIMBEL BROTHERS, New York 








Buffalo, N. Y..--- 
en 
Dear Sir: 

M pinot 
arene 
wishes to open a limited account with us and has re- 
ferred us to you for particulars as to responsibility 
_ ._ Will you kindly state on the attached sheet, any 
information on this subject with which you will favor us. 

our reply will be highly appreciated, and we will 
be pleased to reciprocate should the occasion offer. 
Respectfully yours, 


J. N. ADAM & CO. 





Original size 8 !9x7'4 inches 





Original size 5 '!ox8 9 inche 

















The reliable person accepts the workentrusted to him with good grace— 
tackles each task with a large heart—fulfills every obligation in a painstaking 
manner and follows each detail through to a clean finish. 


The reliable person not only guards against mistakes himself but is all the 
while trying to mend the ragged edges that are caused by those who are care- 


less. 


He is always ready when called upon, never frets nor falters in his duty—sel- 
dom has to do his work over again and soon gains the trust and love of his 


associates. 


a reputation for reliability is a personal asset that is greater than gold. 
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CREDIT CO-OPERATION A VITAL FACTOR IN 
REDUCING THE BAD DEBT LOSS 


By James Wilson, Treasurer and Credit Manager, Denholm & McKay Co., 
Worcester, Mass. 


The Retail Credit Men’s Association of Wor- 
cester is the result of an idea which was con- 
ceived at the first meeting of the Advisory 
Committee of fifteen merchants and credit 
men held in June, 1916. This committee was 
appointed to assist and co-operate with the 
Fidelity Mercantile Agency, Credit Reporting 
Bureau of the Worcester Chamber of Com- 
merce, 

When Chairman Healey called for sugges- 
tions or ideas the first idea presented was the 
formation of a Retail Credit Men’s Association 
which would improve and supplement the work 
of the Credit Reporting Bureau, to reform ex- 


isting conditions relating to the retail credit 
business of Worcester, to protect each other 


against undesirable credit customers, and to 
promote a more enlarged and friendly inter- 
course between the retail credit men of Wor- 
cester. 

Men are valuable just in proportion as they 
are able and willing to work in harmony with 
other men. When a person loses his ability 
to co-operate with others, he has joined the 
“down and out” club. It is hard to find any 
human activity, or field of endeavor, that is 
not a form of co-operation. Co-operation has 
two sides, but many persons see but One, and 
that the selfish side. 

True co-operation cannot exist without mu- 
tual benefits. Credit co-operation represents in 
itself a subject of vast expanse—it is the rock 
on which our association is founded, the key- 
note to which its efforts are attuned. It rep- 
resents its entire field of action. 

All over the country merchants are getting 
together for protection, the old jealousies are 


being eliminated, and the help one another 
spirit is manifested in fraternal meetings at 
which experiences are exchanged and _ credit 
grantors are being educated in modern 
methods. 

Credit was unconsciously working in a de- 
sultory way long before associations were 


formed to shape it. Business acquaintances 
met in a social way and exchanged ideas and 


notes. Business clubs and trade associations 
then began to shape credit regulations into 


concrete form by a system of reporting delin- 
quents, but it was not until the organization 
of the National Credit Men’s Association in 
1896, only twenty-two years ago, that credit 
granting was put on a systematic basis, and 
credit co-operation in every sense made a Na- 
tional issue for manufacturers and wholesalers. 

This organization has done much for its 
members and the whole business fabric has 
profited by such accomplishments as the bulk 
sales law, which provides that when stocks of 
merchandise are sold in bulk, a notice must 
be sent to all creditors, the establishment of 
interchange bureaus in all of the larger cities 
of the country, providing for the exchange of 
ledger experience, and the raising of a fund of 





more than $25,000 per year from its affiliated 
branches for the investigation and prosecution 
of those guilty of commercial fraud. 

It is estimated that $11,000,000 per year is 
added to the bad debt waste through fraudu- 
lent failures. It goes without saying that this 
great fund used for the employment of. in- 
vestigators, detectives and attorneys will have 
a preventive and deterrant effect on those con- 
templating defrauding their creditors. 

The Worcester Association through its In- 
vestigation and Prosecution Committee of which 
[have the honor to be chairman, pledged $125 
per year to the fund. 

This organization has also introduced orderly 
methods and through the uniting of credit men 
in a common purpose has safeguarded credit. 
In 1912, believing that a National Organization 
of Retail Credit Men could accomplish many 
things for retail merchants, Mr. W. S. Radway 
of Boston, S. L. Gilfillan of Minneapolis and 
others united together as the National Asso- 
ciation of Retail Credit Men and I was jn- 
vited to join as one of its organizers. 

For twenty years or more the tendency in 
modern business has been a sort of paradox— 
that is, competition has been keener than ever 
before and at the same time real co-operation 
exists as never before. 

Competitors co-operate in the delivery of 
their goods, the purchase of merchandise, in 
window dressing, in collecting and in other 
ways. In 1909 the retail merchants of Wor- 
cester by co-operation eliminated the discount 
evil, putting an end to discounts that were 
formerly given to various classes of people 
such as dressmakers, clergymen, nurses, 
peddlers, etc., these discounts often taking the 
very life blood out of the profits. 

In June, 1916, the Retail Merchants of Wor- 
cester, in a spirit of co-operation and for the 


mutual protection of shopper and merchant, 
adopted uniform rules governing and con- 
trolling the return of merchandise. This 


action is in line with the national movement 
to increase the general efficiency of mercan- 
tile establishments. 

For many years business men have found it 
profitable to co-operate in mutually protecting 
each other in the extension of credit. The 
day of secret and guerilla warfare in the busi- 
ness world is past. Open methods, clear, com- 
petitive effort and arbitration now predomin- 
ate. The old-time merchant carefully hoarded 
the credit information he possessed and as 4 
result it often happened his bad debt losses 
amounted anywhere from one to five per cent, 
and sometimes indiscreet credit giving and 
laxity in collections were the cause of many 4 
failure because many a merchant depended 
solely on the light of his own little experience 
rather than take advantage of and blend his 
knowledge with that of his competitors. 


















In- 
hich 
$125 


lerly 
men 
edit. 
ition 
nany 
lway 

and 
\sso- 


*y in 
lox— 
ever 
ation 


other 
Wor- 
count 
were 
eople 
urses, 
eg the 


Wor- 
yr the 
shant, 

con- 
This 
oment 
rean- 


und it 
ecting 

The 
. busi- 
, com- 
lomin- 
yarded 
las a 
losses 
> cent, 
¢ and 
jany 4 
vended 
rience 
nd his 








THE CREDIT WORLD - 13 





The retailer has been the greater sufferer 
from poor credit methods. But ne has found 
out by repeated experiences that the clothes 
do not make the man, that the possession of 
property or social position does not always 
imply honesty or integrity. Merchants are 
realizing that it is very bad practice to keep 
their credit losses to themselves, permitting 
the bad credit risk to prey on the trade gen- 
erally. Credit is defined by an authority as 
“the transfer of commodities involving the re- 
turn of an equivalent at a future time.” 

The three main elements that are essential 
to a perfect credit transaction are, character, 
capacity and capital. These are called the 
three C’s of credit. These elements should be 
considered by every grantor of credit in every 
transaction of credit whether it be the mak- 
ing of a loan of $1,000 on a personal note or 
selling a spool of thread. 

In retail credits a man’s ability to pay is as 
important as in wholesale credits although 
some retailers seem to disregard this fact. It 
would be impossible for me to cover, in the 
short time that I have at my disposal, the 
immense field of opportunity offered for credit 
co-operation. I therefore will single out the 
most jmportant factor, namely, credit inter- 
change or exchange of ledger experience. Mu- 
tual exchange of ledger experience is the 
safest and most protective method ofclearing 
credit risks. This single field of endeavor in 
our associations represents a very definite and 
constructive form of co-operation. 

It aids us to decrease the leaks in our busi- 
ness and to increase our profits. Every credit 
transaction represents a loss until the account 
is settled, and it is the realization of this fact 
that caused the organization of credit asso- 
ciations to safeguard these transactions. 

In the Fidelity Mercantile Agency of Wor- 
cester we have a credit bureau which is well 
organized and ably managed. 

It is designed to protect creditors from being 
imposed upon by those who do not pay their 
bills and also make slow pay people more 
prompt. The mere existence of this institu- 
tion in Worcester tends to raise the moral 
standard of the whole community as regards 
the payment of bills. 

There are a hundred and twelve retail con- 
cerns who are subscribers to the agency. The 
ratings furnished annually by these concerns 
make up a book containing over 50,000 names, 
the files containing 114,000 names. The value 
of this book on a credit man’s desk, enabling 
him to make quick decisions is inestimable and 
the privilege of having a clearing house where 
other merchants’ credit experiences are re- 
corded is very valuable. 

However, the rating book is issued only once 
a year and in view of the fact that it takes 
months to collect and collate the ratings, to- 
wards the end of the year some of the infor- 
mation contained in the rating book is out of 
date. You can readily understand that in a 
year a person’s habit of paying may change for 
various reasons from prompt to slow, or from 
slow to undesirable. For this reason our 
credit association is co-operating in protecting 
its members against undesirable credit risks 


We furnish our members at cost a series of 
3 collecting letters to be sent to delinquent 
customers. These letters are sent after all 
other means of persuasion except placing with 
an attorney, have failed. The names of our 
members are listed in the letter. If there is 
no response to the letters and the account is 
placed for collection the merchant includes the 
name of the delinquent in a list of undesirable 
credit customers sent to the Credit Reporting 
Bureau twice every month. 


A combined list of all the undesirable debtors 
as reported by the merchants is sent to every 
member of the association monthly. This 
method jis the last word in credit protertion 
and if properly handled should prevent many 
persons from piling up debts which they are 
unable or unwilling to pay. This feature alone 
is worth many times the yearly membership 
fee. 

And yet, call it team work, or call it organ- 
ization, or call jit public spirit—in the last 
analysis it is nothing more or less, than co- 
operation. 

It is co-operation that builds up—it is co- 
operation that is responsible for our greatest 
achievements—it is co-operation that has made 
possible the work that this organization is 
doing, as well as any other organization that 
is making for betterment in the world of busi- 
ness today. 

And yet there are a great many people who 
are violently afraid of co-operation. They will 
not join in themselves and they are afraid of 
everybody else who does. 

They are like a darkey in a story in which 
two boys had been out gathering nuts all day, 
and returning home in the dusk, decided to 
divide the result of their day’s outing before 
it became entirely dark. The road was very 
dusty and while passing a cemetery it looked 
so cool and inviting inside, they climbed the 
fence to sit in the grass while dividing their 
hoard. In climbing over, they dropped two 
fine big nuts. After seating themselves in the 
grass, they began counting out the nuts, one 
of the boys laying a nut on one side and say- 
ing “this one for you,” and one on the other 
side, saying “this one for me,” and so on with 
much regularity: “This one for you and this 
one for me—This one for you and this one 
for me.” 

While this was going on a superstitious old 
darkey happened along and hearing a noise 
stopped to listen. And the counting went on, 
“this one for you and this one for me—this 
one for you and this one for me.” Frightened 
out of what wits he had, he went tearing down 
the road as fast as his legs could carry him 
until he met a white man, who stopped him 
and asked what the matter was. 

Sam, as soon as he could get his breath, re- 
lated how, as he was passing the graveyard, 
he heard the Lord and the devil dividing up 
the graves. He said: “I heerd him, and he 


said ‘Dis one fer you and dis one fer me—dis 
one fer you and dis one fer me!” 

The white man tried to tell Sam he was 
imagining things and finally agreed to go back 
As they 


and show him that he was mistaken. 
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cautiously drew near the count was still going 
on—“This one for you and this one for me— 
this one for you and this one for me,’ and 
just as they were opposite the place the voice 
mside said, “That’s all in here—now let’s go 


and get the other two out in the road” ana 
Sam and his friend are running yet. And it 


was all because of the co-operation between 

those two boys. 

“It ain’t the guns or armament nor the funds 
that they can pay, 

But the close co-operation that makes them 
win the day. 

{t ain’t the individual, nor the army as a whole, 

But the everlastin’ team-work of every 
bloomin’ soul.” 

—Rudyard Kipling. 
In the commercial world credit is extended 


for two purposes. Credit is given by the 
banks when sufficient collateral is “put up” 
to start new business and to finance older 


concerns. 

The farmer, to improve his farm and take 
eare of his crops obtains credit. The manu- 
facturer, the retailer, the contractor all take 
advantage of this kind of credit to finance 
cheir undertakings. 

The other kind of credit is that extended by 
the retailer to his customers for the Ccusto- 
mer’s convenience. No collateral is asked for. 
it is an agreement based solely on confidence 
and honor. The only thing taken into con- 
sideration is the customer’s past performances. 
The way he has paid his bills in the past. One 
may have a very modest income yet have a 
sterling credit. 

It’s not money but honor that establishes a 
good credit in retail circles, but retail mer- 
chants in extending credit to their customers 
ror the customer’s convenience have sometimes 
been imposed on. 

Thousands and thousands of dollars have 
been lost because some people place no value 
on honor. 

Unscrupulous men and women have taken 
advantage of the confidence bestowed upon 
them by merchants and beat them out of for- 
tunes. To eliminate this imposition and Marz 
it impossible for people who do not pay their 
bills to obtain credit, the Retail Credit Met's 
Association was formed. 

The time to begin to cut the bad debt loss 
is when the account is first opened. It’s an 
old saying in merchandising that “goods weli 
bought are half sold.” Likewise an account 
properly opened is half collected. 

The new account should always be opened at 
the office or credit department. It is a mis- 
take to allow salespeople or floormen to open 
accounts, because the salesperson is prejudiced 
in favor of making the sale, his judgment is 
liable to be warped, and he is inclined to base 
his opinion on appearances, and not on facts. 

In our business we record new accounts on 
cards 3x5 inches, white being used for regular 
accounts, blue for transient or memorandum 
accounts, and salmon for lease accounts. These 
are filed in the new account cabinet. 

The first question to ask the applicant for 
credit is his full name. There are few names 
that are not more or less closely and nu- 








merously duplicated, and if the individual is 
ever to be traced in case of need his full name 
must be recorded. The merchants must also 
be particular to get the correct address, street 
and number. The Fidelity Mercantile Agency 
is constantly troubled when ratings are sent in 
by having incomplete names and addresses, 
for instance names with only One initial and 
street addresses with no number. 

The occupation and business address should 
always be secured and we ask the applicant 
how long he has been employed in his present 
position. It is obvious that if a person is 
constantly changing his place of occupation 
there is something wrong, whereas if a person 
has been employed for a long period of years 
in one position his credit is liable to be good. 
A rolling stone gathers no moss. 

We also inquire jf the applicant is a prop- 
erty owner and where the property is located, 
This information is valuable in case the ac- 
count becomes delinquent, and has to be placed 
for collection. The applicant should also be 
required to give the names of two or three 
merchants with whom he has done business 
and in case they are out of town, a confiden- 
tial inquiry is sent to these merchants asking 
how long, and to what amount credit has been 
given, and the manner of payment. In this 
connection [ advocated a method among the 
members of our organization, which proved a 
great saving of time and gave much valuable 
information to the Credit Reporting Bureau. 

I suggested that when a customer gives 
references the names of any of our members 
that instead of consulting the references sepa- 
rately by telephone, the name and address of 
applicant and names of references be phoned 
direct to the agency. 

This means only one telephone call instead 
of several. The clerk in charge at the agency 
will then get the experiences of the merchants 
referred to, usually inside of fifteen minutes. 
You can appreciate also the fact that this mode 
of procedure will also indicate to the credit 
clearing house the names of new applicants 
for credit so that a new Master Card can be 
placed in the files, containing the ledger ex- 
perience secured. 

Several months after we send in Our in- 
quiry there comes back to us from the Agency, 
a blank to fill out inquiring if we gave the 
credit requested and if so, what Our exper- 
ience has been. These are constructive co- 
operative methods. 

I cannot impress on you too strongly the 
necessity of requiring references in opening 
accounts. Some credit men pride themselves 
on their ability to size up the customer and 
judge a good deal by appearances, but in my 
opinion this is only making guesswork take 
the place of facts. I have learned from many 
years’ experience that applicants believe ref- 
erences are taken only as a matter of form or 
to be used in case the account is not handled 


i. a satisfactory manner. This often leads 
the customer to give references which when 
investigated give very unsatisfactory testi- 


mony as to the applicant’s ability to pay. 
One case in particular was that of a young 
who in 


woman from Fitchburg applying for 
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credit gave her maiden name although she had 
been married for several years. She stated 
that she had been a teacher in the practical 
arts department of the Fitchburg Public 
Schools and that she had an income from her 
mother’s estate and gave the name of a Leo- 
minster man as trustee. She also gave the 
names of several Fitchburg merchants as ref- 
erences. 

On investigating her references I learned 
that she had never been employed in the 
Fitchburg Schools. The income from her 
mother’s estate was a vision. The letter to 
the trustee in Leominster was returned by the 
Post Office marked unknown, and the Fitch- 
burg merchants stated that under her true 
name, she had victimized many Fitchburg and 
Worcester merchants. 

An attorney in Fitchburg stated that an- 
other member of the family has done likewise. 

I have never had any difficulty in securing 
references because a charge account is such a 
convenience that customers are willing to do 
everything reasonable to secure the privilege. 

Some of you have doubtless met merchants 
who have professed to see little good in credit 
bureaus and their reports, while others, and 
these usually the most successful, say they 
would not know how to get along without 
them. 

The results the merchant derives from this 
service are largely dependent upon his atti- 
tude toward the bureau. If he recognizes that 
the bureau is in reality but a branch of the 
credit department and the workers therein but 
his colleagues, and gives them the keenest co- 
operation, confidence, patience and good fel- 
lowship, the results to him will be rarely dis- 
appointing, and the highest mutual success will 
be attained. 

This is invariably the attitude of the mer- 
chant who co-operates with the bureau, giving 
freely of all information at his command and 
getting in return the information so necessary 
in enabling him to properly pass on credit 
risks. The most successful houses never cur- 
tail their credit men in bureau service and re- 
ports. They regard the disbursement for the 
service as nominal when they consider the 
volume of credit business they transact each 
year and which the bureau service aids them 
to protect. 

Probably in no way can the percentage of 
loss be kept to the lowest possible point than 
in close collecting. The importance of a 
proper system of collecting can hardly be over- 
estimated. It is worse than useless to sell 
goods unless these goods are paid for. The 
credit man can do much to insure payment by 
using care in opening accounts but on proper 
collection methods falls the burden of seeing 
that the payment is made according to the 
terms agreed on. 

Generally speaking collecting should be 
close. When money is due it should be paid. 


Some debtors think that if they pay interest” 


on their accounts the concern should be wil- 
ling to carry them indefinitely, but the ordinary 
mercantile concern does not desire to engage 
in the business of loaning money. The debtor 
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should go to the bank if he wishes such accom- 
modation. 

Among the many advantages of close collec- 
ting is the obvious fact that capital can better 
be employed in discounting bills—which means 
to many concerns a yearly saving of thousands 
of dollars—than in carrying overdue accounts. 
But unless the merchant has unusually ample 
capital, it is impossible for him to discount his 
bills unless his accounts are closely collected. 
A good system of collecting, rightly managed, 
is the equivalent of increased capital, and it is 
the lack of capital which causes no less than 
32 per cent of all business failures. 

Also, close collecting retains good-will. <A 
merchant who sustains large losses yearly be- 
cause of laxity in collections must charge a 
higher price for his goods in order to show a 
profit. 

The wise buyer is fully aware of this fact, 
and has much more confidence in, and is more 
willing to do business with, the merchant who 
insists on his money when it is due.. Close 
collecting often increases sales, for a delin- 
quent debtor hesitates to add to a past due 
account and does his next purchasing with a 
merchant who has compelled him to pay. 

To be sure, collections, and particularly 
close collections, must be handled with tact 
and judgment. If the accounts are properly 
handled the “worthwhile” customers will not 
object to close collections, In fact as soon as 
they understand that this is the rule, and the 
custom of the concern, they will cheerfully fall 
into line, and will pay when payment is due. 
Or if unable to do so will give a reason for 
their delinquency. 

Of course, some men will always be found 
who can pay if they must, but will not pay if 
they can avoid payment, and if they must pay 
will postpone the evil day to the uttermost. 
For this reason “keeping everlastingly at it” 
is absolutely necessary. 

In our business goods are sold on 30 days 
time, a bill being rendered the first of each 
month, and payment is expected by the 15th 
of the month following the date of purchase. 
After 30 days an account is considered over- 
due, and a polite reminder is sent suggesting 
that the account is Overdue. If a remittance 
is not received within a reasonable time, an- 
other letter jis sent requesting settlement and 
after that if the account still remains unsettled 
follow-up letters are sent every two weeks and 
collectors endeavor to get the money by per- 
sonal solicitation. 

While the collection manager must vary his 
letters to meet conditions, a large number of 
collection letters are necessarily alike. It is 
therefore obvious that it would be a great 
waste of time to dictate and write similar let- 
ters, therefore form letters have come into 
use in modern business to save time. 

We have one series of five multigraphed 
form letters which are numbered. When 
these letters are sent the numbers and dates 
of sending are indicated on the ledger card so 
that we can always tell what letters a custo- 
mer has received. We also have another 
series of sixteen letters which are also num- 
bered and which fit almost any case of de- 
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linquency 
arises. 

Collection letters should be varied from time 
to time and such letters may not only be com- 
posed by the collection manager but may be 
secured from various sources, for instance by 
exchanging with other collection managers, 
and occasionally very good letters will be 
found in works on letter writing. 

One method of securing collection letters is 
at least interesting. Some time ago a custo- 
mer whOse account had always been promptly 
paid became “slow pay.” A letter was sent 
but without result. Another letter, and yet 
another followed, but nothing happened. This 
went on until our patience and collection re- 
sources were exhausted, and a final notice was 
sent threatening suit. Then he made his ap- 
pearance, settled his account with apologies, 
and explained that the collection letters 
were so good that he wanted to get them all 
to use in his own business. 

We are fortunate in Worcester in having a 
Morris Plan Bank and I have found it a great 
aid in collecting very slow and almost hopeless 
accounts, because many people will meet an 
obligation to a bank when they would make no 
effort to settle with a merchant. 

When loans can be repaid in small weekly 
instalments, an honest man has no excuse for 
not taking advantage of this plan. Before we 
allow an account of any size to be lost we send 
a letter to the debtor suggesting that he bor- 
row the money from the Morris Plan Bank, 
and we even offer to endorse his note at the 
bank in case he is unable to get the necessary 
co-signers, 

If the letter brings no result, we send our 
representative to further explain the plan. 
This plan has caused over 250 debtors to pay 
us over $22,000 in the past 20 months, more 
than one-half of which was supposedly lost, 
and we have had to pay back to the bank only 
$1,200 because of default in payment. 

The retailer has everything to gain and 
nothing to lose by this plan, as, even though 
the debtor failed to pay the bank he would be 
no worse off, and statistics show that only a 
very small per cent of borrowers fail to meet 
their note. I believe the plan can be further 
developed among our members and although 
I understand that several of our merchants 
have met with good results and have saved a 
number of accounts from being lost, most of 
them are not yet awake to the possibilities 
afforded by collecting desperate accounts 
through the Morris Plan Bank. 

Another way in which the bad debt loss can 
be reduced is to charge interest on overdue ac- 
counts. I think we will all agree that while we 
receive discount as a premium for prompt 


and are typewritten as occasion 


payment of our bills, on the other hand inter. 
est is the penalty for failure to do so, and if 
We are unable to induce the customer to ob- 
serve the terms of sale he should pay interest 


for the use of the money. You may have 
noticed that on many invoices received from 
wholesalers is printed this statement: in- 
terest charged after maturity.” Why then 


should we not print on our bills “Interest 
charged on overdue accounts,” and charge it. 

I believe an interest charge for failure to 
abide by the terms agreed upon is just and 
proper, and from my own experience I find 
that by far the greater percentage of debtors 
will see the justice of the charge, especially if 
it is explained to them that in order to carry 
a large number of overdue accounts it is nec- 
essary to seek accommodations at your bank, 
and for which you are obliged to pay interest. 

The concern I represent charges interest on 
accounts not paid inside of three months, and 
I know that many customers pay us promptly 
because of the interest charged and make 
others wait for their money. 

About a year ago there appeared in System, 
the magazine of business, an article on bad 
debt losses among retail merchants and a can- 
vas of 1,000 merchants showed the average 
percentage of loss for various kinds of retail 
business as follows: 


ae iy EE EE PCE LEE 1.94% 
EE RIED ECR ATI 
SG RREREES RR ye ney rpm eae ee 04% 
Vehicles and Implements....... 00% 
Ee ere re 31% 
SE fa Gieinckte 0 palate eee opie ene ae 21% 
I a ae a ao ln rs ea 21° 
Department Stores ............. 19% 
NE ee Si kes & arcing move Seerare > 38 .19¢ 
DN coi hee ie a eam eather aie ce ele 10% 
If you in your business have been losing 
more than these figures you should adopt 


some means of cutting down the loss, and in no 
other way can it be done except by giving at- 
tention to the 8 methods I have advocated, 
namely— 

Using care and accuracy in the opening of 
accounts. 

Securing references and investigating them. 

The free use of the Credit Bureau telephone 
service and reports. 

Close collection methods. 

The use of the Retail Credit Men’s 
tion letters. 

A systematic method of protection by keep- 
ing a record of the names reported by other 
merchants as delinquent. 

Use of the Morris Plan Bank in the collec- 
tion of doubtful accounts. 

Charging interest on Overdue accounts. 


collec- 











ATTENTION LOCAL ASSOCIATIONS 


Interesting items showing the progress of your Association along educational, 
legal and co-operative lines are of interest to the Credit Men throughout the United 
States. 


Wont you send such items to this office promptly? 
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PRESIDENT BLANDFORD AND SECRETARY CROWDER ADDRESS 
WORCESTER ASSOCIATION 





Mr. A. J. Kruse, 

Credit World, 

603 Locust St., St. Louis, Mo. 
Dear Mr. Kruse: 


ciation. 


which we are going to carry out. 


With kind regards, I remain, 





Worcester has again gone over the top. Besides leading the country in the per capita 
contribution in the United War Work Campaign, it has a live Retail Credit Men’s Asso- 


At our meeting, Tuesday evening, we had with us, Mr. Sidney E. Blandford, Na- 
tional President and Mr. L. S. Crowder, Executive Secretary of the National Association. 
We had a very interesting and profitable meeting and these two gentlemen gave us ideas, 


We voted to join the National Associationina body. Already twenty of our members 
are members of the National Association, and the action taken at our meeting will increase 
the National Association membership by over eighty more members. 

I enclose herewith cippings giving a report of our meeting, and wish, if convenient, 
you would publish them in the Credit World for December. 


Yours very truly, 


November 23, 1918. 


JAS. WILSON. 








NATIONAL UNITY IN BUSINESS. 





Address delivered before Associated Retail 
Credit Men of Worcester, State Mutual Build- 
ing, November 19, 1918, by Sidney E. Bland- 
ford, President of the Retail Credit Men’s Na- 
tional Association. 





Perhaps the great outstanding feature of the 
world war just closed so far as it was brought 
to bear on the internal affairs of our own country 
up to the present time, is the solidity of the 
nation in a world crisis. A democratic form 
of government in a great republic during or- 
dinary times had ceased to be an experiment 
long ago. The stability of the nation in hand- 
ling its own affairs and in its foreign relations 
was well established and its tremendous de- 
velopment had become the wonder of the 
world. Prior to the Spanish-American war 
our geographical position, the Munroe doc- 
trine and the admonition of the Father of our 
Country to avoid entangling alliances had to a 
great extent isolated the country from the out- 
side world, but after the battle of Manila Bay 
and the acquisition of the Philippine Islands 
We were immediately recognized as a world 
power as well as a great nation. Later, during 
the presidency of Theodore Roosevelt, when 
our great battle fleet went round the world the 
nations of Europe and the Far East for the 
first time got a glimpse of the power that 
guarded the Western hemisphere and of the 
type of men who guided its destinies. One 
fact however, stood out clear before the eyes 
of the world, we were a conglomerate nation 
Made up of peoples and races from all the 


other nations of the world, therefore the pros- 
pect of being involved in a world war against 
these other nations whose people formed a 
large percentage of our citizenship may have 
been the occasion for some misgivings. 
Whatever may have been the opinions dur- 
ing the first three years or almost three years 
prior to our entrance into war, when the call 
to arms resounded throughout the country the 
solidity of the Nation became a fact and North 
and South, East and West responded in no un- 
certain terms. Race or creed or geographical 
position offered no barrier, and the forty-eight 
States with varied interests rose as one great 
united nation in a common cause to vindicate 
the principles of democracy, and our all was 
laid on the altar of human freedom. How was 
all this brought about? Love of country, love 
for and faith in our institutions, resentment of 
wrongs committed against us and against hu- 
manity, yes, there were strong impulses but we 
immediately began to think nationally, we im- 
mediately saw things from a national viewpoint 
as a result of national organized effort result- 
ing in a concentration of thouzht along the same 
lines; We Were all thinking the same, our minds 
and our wills were steeled to the same purpose, 
and that will to win was irresistible in a free 
people. The next movement was the pooling 
of our resources, labor, religious organizations, 
organized welfare work, national banking or- 
ganizations, the National Chamber of Com- 
merce, National Dry Goods Association, Na- 
tional Association of Credit Men, organized, 
thinking nationally, and through organized 
effort their minds had been blended and 
crystallized as one, with One common purpose 
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to serve the nation. 
Loan drives, Red 


Later came the Liberty 
Cross and War Service 
drives, each one becoming easier and more 
successful. Why? Because we believed more 
firmly in the cause in which we were engaged? 
Perhaps that may have been true, but the real 
reason was that through a system of na- 
tional education, through co-ordinated effort, 
the minds and thoughts of our people became a 
unit, We had become organized nationally, and 
again I say we were thinking nationally. 

Next among the many war measures were 
the restrictions in our shopping hours, curtail- 
iment of heat and fuel and light, daylight sav- 
ing, daylignt deliveries, one delivery a day, 
movements to carry small parcels, restrictions 
in returning goods to one week and, later, 
three days—yes, we may say these are war 
measures but they mean more than that, they 
mean organized effort, the result of men com- 
ing together from all over our country jin the 
exchange of thought, and what hitherto had 
seemed impossible had become an accom- 
plished fact, through a blending of thought, 
through co-operation, national unity in busi- 
ness for the common good. Dr. Henry Van 
Dyke, former ambassador to Holland, and well 
known author, in a recent address in Boston, 
said that We were fighting to make the world 
safe for peace by destroying the causes of war. 
He, of course, was thinking and speaking from 
an international standpoint, but let us apply it 
to our own nation, let us make sure of making 


our own nation safe for peace, let us make 
sure of the consummation of those higher 


ideals among our own people that equality of 
opportunity, righteousness and justice may be 
established in every branch of industry in our 
national life. It is my opinion that if we are 
to have complete unity of thought and purpose 
in our national life we must abolish or prohibit 
the foreign language press. If we believe in 
America and in American ideals let us make 
sure that there is no opportunity for the foster- 
ing of other ideals which are contrary to the 
principles on which our institutions are founded. 
let us make sure that every citizen has an 
opportunity to grasp the American ideal, and in 
order to do this we must speak and understand 
one language. We all know that in certain 
sections of our larger cities and in smaller 
communities peoples of other nationalities 
settle down in thickly populated areas. They 
speak their own language, have their own 
newspapers and literature, and to a great ex- 
tent they might as well be back in their re- 
spective countries. In training the American 
army a two-fold problem was presented in con- 
nection with those who were born in other 
Jands, and among great numbers born here of 
foreign parentage. The problem of training 
them how to use the implements of warfare 
was small as compared with the problem of 
training the mind in making it possible for 
them to think right in order to grasp the 
American viewpoint, to understand American 
ideals. and to know what they were fighting 
for. If this is necessary in time of war why is 
it not pre-eminently essential in time of peace if 
our country is to be made safe for peace? 
Again, I repeat, we must think nationally, we 


must get our minds thinking in the same chan- 
nel, and this is only possible through organized 
effort along national lines. 

We are facing a period of reconstruction and 
readjustment and perhaps the first thought 
that comes to us is the readjustment of wages 
in all branches of industry. How are we going 
to satisfy the great masses of workers who 
have become acustomed to such fabulous 
prices for their daily labor? Mr. Gompers has 
already given notice that labor will not stand 
for any curtailment of wages or for the length- 
ening the hours of labor. Personally, I be- 
lieve in a high standard of wages on an equit- 
able basis, and I believe the same standard 
should apply, whatever it may be for differ- 
ent classes of labor, whether that labor is per- 
formed by male or female; any work that is 
performed satisfactorily should be paid its 
just wage regardless of sex. But there cannot 
be any equitable adjustment until all over- 
time is abolished; I believe that overtime is 
the greatest curse on our national industries 
We may have day shifts and night shifts when 
and where necessary, but if eight hours is a 
working day it should be eight hours and no 
more, and with this enforcement we will get 
an honest day’s labor for an honest day’s pay 

but, this regulation must be national, there 
must not be any advantage in the State of New 
Jersey or the State of New York, or in the 
State of Alabama over the State of Massa- 
chusetts. gain, I say we must think nation- 
ally if we are to have national unity in busi- 
ness. I believe the time is not far distant 
when we shall have legislation to regulate the 
proper distribution of the earrnings of cor- 
porate industries. I do not mean that the 
capital stock should be distributed gratis, I do 
not mean that the worker shall have a voting 
power in something he does not own, but I do 


mean that some form of legislation must be 
provided whereby initiative and ability hon- 
estly and conscientiously administered and 


honest labor faithfully performed should par- 
ticipate in some degree in the net earnings of 
all branches of business and industry. How 
are We to establish national unity in these 
problems which confront us in making our 
country safe for peace? It can only come 
through national organization. 

Those of us who belong to local organiza- 
tions of Credit Men for instance, have soon 
recognized the value of getting together once 
a month or at a noonday luncheon. We soon 
get to know each other better, we exchange 
ideas, we discuss our problems, we get helpful 
suggestions and, best of all, we establish mu- 
tual confidence, we are building up a com- 
munity spirit. The narrow and selfish mind 
soon feels out of place, a closer brotherhood to 
a great extent eliminates petty jealousies. If 
this is true in our local community organiza- 


tions, why is it not possible in a still larger 
sense with national organizations? For my 


own part, I think if the Annual Convention of 
our Retail Credit Men’s National Association 
meant nothing more than to afford an oppor- 
tunity for the Credit Men from all over the 
country to know and to understand each 
other better, to gain each other’s. con- 
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fidence, that in itself would justify the giving 
ot our time and money toward that purpose. 
| want to quote here from the address of Mr. 
Geo. Smith, given at the banquet of our Na- 
tional Association in Boston this year: 

“What is the underlying base of every asso- 
ciation work? It is the virtue, the compelling 
power, the inspirational quality that I call 
goodwill, without which no individual can de- 
velop his private character or his influence in 
community service, without which no nation 
can attain to the high ideals which it pro- 
claims.” 

My friends, if America is to be made safe for 
peace ,if we are to have national unity in busi- 
ness, the Retail Credit Men of America must 
do their part and must not shirk their re- 
sponsibility. We must not be content with the 
mere carrying out of our daily routine; we 
must set up a high standard and seek to create 
an atmosphere which will conform to that 
standard. We must safeguard our credit sys- 
tem so that the way of the transgressor will 
be just as hard in Texas or Illinois as in Mas- 
sachusetts—but— we must go farther, we must 
lend our thought, our energies, to the estab- 
lishment of better economic conditions; let us 
get hold of the man or woman that is on the 
wrong track and teach them the right way; 
let us make the right way easy and agreeable 
and the wrong way irksome, unbearable and 
impossible. Let us preach the doctrine that 
credit is character, and that a person who wil- 
fully abuses his credit and refuses to heed the 
warning must become an outcast in the busi- 
ness and social world. Let us stamp out the 
abuses of credit privileges by united effort by 


MONEY ORDERS LOST. 


The following unsold financial paper has 
been lost or stolen and should not be paid: 

Wells Fargo & Co.’s Traveler’s Check, 
234i17€1. 

Wells Fargo 
5100794 to 797. 

Wells Fargo 
53855038 to 509. 

Wells Fargo 
5427470 to 472. 


& Co.'s Traveler’s Checks, 
& 
& 
Wells Fargo &-Co.’s Traveler’s Checks, 
& 
& 
& 


Co.'s Traveler’s Checks, 


Co.’s Traveler’s Checks, 


5435790 to 795. 
Wells Fargo 
2781461. 

Wells Fargo 
2781463. 

Weis Fargo 
2781465. 

Wells Fargo & Co.’s_ Traveler’s Checks, 
4048550 to 555. 

Adams Express Co.’s Money Orders 
AD224150 to 59. 

American Express Co.’s Money Orders 
18-6019288 to 99. 

American Express Co.’s Money Orders 
18-7225147 to 59. 

Wells Fargo & Co.’s Traveler’s Checks, 
5552293 to 307. 

Wells Fargo & Co.'s Traveler’s Checks, 
2834910 to 914. 


Co.’s_ Traveler’s Check, 
Co.’s Traveler’s Check, 


Co.’s_ Traveler’s Check, 


focusing the minds of our Credit Men and mer- 
chants throughout the country on the same 
high purpose; let us think and act nationally; 
let us seek to make possible that national 
unity in business so that in every business 
house in every city or community a thirty-day 
account means thirty days and no more, and 
that Massachusetts, New York, Ohio and San 
Francisco will enforce the same regulations 
on delinquents. Let us get united action in 
eliminating that fearful waste of money, labor 
and material jin the duplication of effort in 
meeting the requirements of those who are 
careless and indifferent, and who require du- 
plicate bills and reminders instead of check- 
ing up their bills and preparing them for pay- 
ment when received. Let us seek to maintain 
that national unity in business in times of 
peace such as we have found necessary in 
times of war. We are fortunate in being per- 
mitted to live in the most interesting and 
eventful period of all history. We are about 
to witness the making of a new world, and it 
is for you and for me to decide how we shall 
share in the process. Our boys who have 
served the nation in this crisis have learned 
to forget themselves, and they have stood 
shoulder to shoulder with their fellows and 
with their Allies, unselfishly, untiring, united 
in a common purpose for humanity. We must 
meet them as they come home on that same 
basis, and we, too, in our respective lines of 
business must stand shoulder to shoulder in 
organized effort that we may catch the na- 
tional spirit of unity and that in this larger 
and broader way we may help to make 
America and the world safe for peace. 


Wells Fargo & Co.’s Traveler’s Checks, 
2903016 to 020. 

Wells Fargo & Co.’s_ Traveler’s Check, 
2950737. 

Wells Fargo & Co.’s Traveler’s Checks, 
5228775 to 78. 

Wells Fargo & Co.'s Traveler’s Checks, 
2916558 to 59. 

Wells Fargo & Co.’s_ Traveler’s Checks, 
2916584 to 86. 

Wells Fargo & Co.’s_ Traweler’s Check, 
3249334. 

Wells Fargo & Co.’s_ Traveler’s Check, 
3289619. 

Wells Fargo & Co.’s Traveler's Checks, 
3331160 to 65. 

American Express Co.’s Money Orders 
17-8155646 to 659, 

Wells Fargo & Co.s_ Traveler’s Check, 
5514174. 

Wells Fargo & Co.’s Traveler’s Checks, 
2580137 to 139. 

Wells Fargo & Co.'s Traveler’s Checks, 
2790450 to 451. 

Wells Fargo & Co.’s Traveler’s Checks, 
2990172 to 178. 

If any of the above mentioned paper is pre- 
sented for payment, agents must take it up. 
give a receipt therefor, and immediately tele- 
graph superintendent for instructions. 


A. F. COLE, Auditor Money Orders. 
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WARNINGS FROM LOCAL ASSOCIATIONS 





advised Pittsburgh. 





Through co-operation Minneapolis as well 
Pittsburgh Bulletin in November Credit World. 


as all other members received the 
Minneapolis caught the man and so 





NEW YORK. 


A man, light complexion and eyes, about 5 
feet, 7 inches in height, farmerish appearance, 
weight about 150 lbs., name E. R. Goetz, from 
Charleston, W. Va., claiming to be a partner 
of A. D. Goetz & Co., of Charleston, opened an 
account with First National Bank of Scottdale, 
Pa., with a bogus check and is purchasing or 
trying to purchase with checks on this bank. 
The bank reported the matter to Burns De- 
tective Agency. 


NEW YORK. 


“Mrs. G. Eichelberger of Euclid Avenue, 
Cleveland Ohio, purchased some goods here in 
June. We have been unable to effect collec- 
tions as this party is traveling all around the 
country. Our Attorney finally located her in 
Arkansas, where agreed to make settle- 
ment of her account. We believe the National 
Credit Men should be informed of this party, 
as she will probably seek credit in Other stores 
throughout the country.” 

ASSOCIATED RETAIL 
N. ¥. ©., Tac. 


she 


CREDIT MEN OF 


OKLAHOMA CITY.—CHECK ARTIST. 


Look out for a couple with following descrip- 
tion: 

“Man, age about 30 years; dark, sallow com- 
plexion, dark hair and eyes; combs _ hair 
straight back. Wore an Alpine shaped hat of 
dark brown fur and blue suit with light stripes, 
but while here bought a daik gray suit made 
by J. Capps & Son, with a nigger head effect. 
Black overcoat with chinchilla collar with a 
shawl effect, and pair of tan Florsheim shoes 
No. 8%. Gave name of K. E. Bradford and 
K. C. Brazil, registering and signing checks 
under the latter. Bargained for a car and 
gave a mortgage on it for $100. Gave checks 
for about $450. Impersonated U. S. officer to 
some showing his badge. Arrest and notify 
Chief of Police, Shawnee, Oklahoma. Warrant 
here for him.” 

“Woman is short ard weighs about 100 Ibs., 
light hair and complexion. Is possibly wear- 


ing the following clothes which were pur- 
chased here: Gray taupe colored broadcloth 
suit, coat trimmed with fur of same color 


around the collar and bottom. Had a medium 
sized hat to match. Mouse colored high heels 
and top shoes, number 4%. 


(SHAWNEE ASSOCIATION.) 


HIGH CLASS FORGER. 


Party using the name of George Smith is 
flooding the cities with certified checks. Checks 
are made payable to John F. Schneider, signed 
George Smith, and certified on the National 
Bank of Commerce of Toledo, Ohio. He jis de- 
scribed as a medium built man, about 30 years 
of age, light complexion and has his initials 
tatooed on his arm. 


WARNING, TULSA.. 

Secretary 
follows: 

“Another check artist visited Salina yester- 


Bren sends a special bulletin as 


day, giving the name of Louis Baker. He is 
about five feet nine inches in height, weighs 
about 150 pounds, light complected, about 
twenty-two or three years old. Makes small 


purchases and gives checks on local banks.” 


NEW BAD CHECK SCHEME. 


Party passes bad. check; a 
comes back and asks to substitute a 
check for the bad one; the second check 
proves to be bad; but the court holds that 
since the second bad check represents a pre- 
vious bad check and not money there can be 
no action. The point is—refuse to cash checks 
you do not know to be good—and be careful 
about the “good” ones. If you have any bad 
checks in hand please report them. We have 
not seen a bad check for two or three weeks. 
Has Ardmore reformed? 


later 
good 


few days 


NOTICE FROM HUTCHINSON, KANSAS. 


Lady about 45 years old, weight about 150 to 
160 pounds, height 5 feet, quite large bust, 
wears 40 waist, dressed in blue serge or silver- 
tone brown suit, small turban hat, wears black 
veil; pleasant talker; claimed here was accom- 
panying husband; traveling man or husband 
had been injured in France. Went through all 
the form of buying piece of property and intro- 
duced at bank by local real estate man. 
Worked Wichita first of last week, Hutchinson 
Friday and Saturday. Obtained bank and 
check book by leaving check for collection, 
agreeing not to issue check until collected, 
then exhibits same at stores when buying mer- 
chandise and talks about buying property. 
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LOCAL ASSOCIATION NOTES 


To Be Sent Out By Providence Merchants 
January 1, 1919. 


Patrons enjoying the convenience of charge 
accounts are reminded that bills are due when 
rendered and are expected henceforth to make 
full settlement of their accounts between the 
First and Tenth of each month following date 
of purchase, 

Accounts not paid by the Twenty-fifth will 
be considered overdue. 

It is the desire of our National Government 
to co-operate with merchants and their pa- 
trons in the continued conservation of our 
country’s resources to eliminate all unneces- 
sary, wasteful and costly abuses. Hence, we 
are prompted to urgently request your valued 
support in regard to your payment of accounts. 

PROVIDENCE RETAIL CREDIT ME'N’S AS- 
SOCIATION, AND RETAIL MERCHANTS 
DIVISION, PROVIDENCE CHAMBER OF 
COMMERCE. 


OKLAHOMA ASS’N.—COLLECTION DEPT. 


This department is now collecting current 
accounts for several members and can handle 
more on satisfactory rates. This department 
reports good results on accounts of long stand- 
ing and is now better prepared to get quick 
action than ever before. 

(Many associations have added this depart- 
ment to their organiation.) 


Special Notice—Your Account Is Past Due. 


Every store in the country is confronted 
with higher costs and every store is making an 
earnest endeavor to keep the retajl prices 
down, 

One of the big expenses that the undersigned 
have agreed to eliminate is carrying balances. 

It costs 8% per annum to carry balances. 
Our credits are extended on the thirty-day 
plan—that is, all goods bought during the 
month are to be paid for within ten days from 
the time the statement is received. 

This notice is sent to every charge custo- 
mer that all may know that we do not intend 
to carry balances, as we have done in the past. 

The bulk of the money represented in bal- 
ances is from the ones who allow their account 


‘to lapse only one month. 


We feel that a reminder such as this is 
all that is necessary and we ask your co-oper- 
ation. 

If you are one of the many who pay 
promptly this notice is for your waste basket. 


THE CREWS-BEGGS DRY GOODS CO. 
THE PUEBLO STORE CO. 

WHITE & DAVIS. 

TAUB BROS. 


KEEPING CREDIT ACCOUNTS LIQUID. 
From Tulsa. 


The proceedings of the convention of the 
National Credit Men’s Association very clearly 
point out the necessity of maintaining all 
credit accounts in liquid state. The day of 
ninety-day accommodations is past as is the 
extension of credit to customers who require 
garnishment or court proceedings to affect 
settlement. 

At the present time we are going through a 
period of inflation where high prices and high 
wages are universai. The real test will come 
and come soon when we start sliding down the 
hill. At that time every credit man must have 
his account in the very best of condition. Be- 
fore that time he must weed out the undesir- 
able risks where no basis of real character 
has been established. 

The period of uncertainty is here now but 
will greatly increase during the readjustment 
of business conditions to normal. Character 
and personal record must be the basis of credit 
granting rather than earning capacity for 
earning capacity must sooner or later come 
under the readjustment plan. 

It is said on good authority that when the 
war ends there will be from one to two mil- 
lion marriages in a very short period. This 
alone will make a change in business condi- 
tions, particularly in the credit department. 

The credit man has two parts to play—to 
assist his firm in selling every dollars worth 
of merchandise that can be collected and to 
keep his firm from selling any merchandise 
that cannot be collected. Too many merchants 
“sive” credit. Credit cannot be “given” with 
the expectations of the balance sheet showing 
liquid assets. It must be “sold” by the careful 
consideration of the information secured of 
the history of each applicant. 


Sent Out By Boston Merchants Nov. 1, 1918. 


In keeping with the recommendation of the 
National Government for the conservation of 
the resources of the country, the Retail-Credit 
Men’s Association of Boston with the approval 
of the Retail Trade Board of the Boston Cham- 
ber of Commerce, solicits the earnest co- 
operation of the patrons of the retail estab- 
lishments of Boston. 

As a matter of national defense and of sound 
business principle, we respectfully urge that all 
bills rendered by retail merchants be paid in 
strict accordance with the terms of purchase, 
thereby insuring a continuance of normal 
trade conditions so essential to the public wel- 
fare and for the safety of the democracies of 
the world. 

This is a patriotic suggestion and merits the 
approval of all. 


THE RETAIL CREDIT MEN’S ASSOCIA- 
TION OF BOSTON. 
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Date 


Occupation 





UNSATISFACTORY ACCOUNTS 


This form used by members of Dallas Retail Credit Men’s Association for report- 
ing unsatisfactory accounts for discussion at weekly meetings: 


NN a ha aa deen Gitano io ovina, ain: Sie aaa eats saw GIG wi eRe eee ae mite se a aa write 4 a 












An account once reported should be reported promptly is paid later. 
ED tah Si fi ai ca folie Vi. Be aikcote ce kde ae Ma te OO hw ahah EE Dis ap wns ek eee 
Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 
POMONA (CALIF.) ASSOCIATION. merchant in doubt as to your intention;” 
® “Don’t expect more credit than the merchant 
November Ist, 1918. ; : 


Open Letter, to all Charge Customers: 

At a recent meeting the following important 
action taken 
your attention at this time. 


was which we wish to call to 

One of the recent appeals of the Government 
to the merchants of the country is to put the 
retail and liquid 
and suggest this ruling, “Payments be required 
for all purchases the first the following 


month.” 


business on a sound basis 


of 


In view of this appeal and the extraordinary 
need of keeping the finances of the country on 
an economical and efficient basis, this Asso- 
ciation, together with many others, has passed 
the 


charge accounts: 


following recommendations governing 


(1) Purchases made during any one month 
are payable on the first of the following 


month and become overdue by the 15th. 

(2) 
be closed to all further charges until the ac 
count is paid in full. . 

(3) Customers requiring further credit ex. 
tension, or any special terms shall make spe- 
cial application for such accommodation. 

(4) 
counts 
them. 

In plain language this means: 
what you can’t pay for-in 
let bills run until too big 


Accounts running 30 days overdue may 


Customers are urged to keep their ac- 


within the limits of credit granted 


“Don’t buy 
days;” “Don’t 
easily 


9 
oVU 


for you to 


care for;” “If you must have more time make 
arrangements 


for it instead of leaving the 





can allow under present circumstances.” 
The merchandise 
constantly larger investments, yet the supply 
of banking credit being rapidly reduced. 
These are imperative reasons necessitatins 
careful control of credits, and we Pomona mer- 


rising cost of demands 


is 


chants hope we may have the hearty support 

of all our customers and trust that 

requirements in effect Nov. Ist, will 
your kindly consideration. 

Concurred in and recommended by 

ADVISORY BOARD, 

(Calif.) Ass’p 


these new 


receive 


Pomona 


A SPLENDID GREETING. 


“The gradual development and growth of 
the Retail Credit Men’s National Association 


is regarded with sincere interest and approval 
by the officers and directors of the National 
Association of Credit Men, and they not only 
send greetings to the younger brother in the 


credit field, with all manner of good wishes, 
but regard with favor the co-operative plan 


that has prevailed between the two organiza- 
tions and urge that it may be maintained and 
broadened so that both may prosper, and that 
the younger body may take on strength and 
perform a_ useful the 
credit field.” 


service in individual 
Sincerely yours, 
NATIONAL ASS’N. OF CREDIT MEN, 
J. H. TREGOE, Secretary-Treasurer. 
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TO THE MEMBERS 


The writer having resigned the position of 
Secretary and Credit Manager of the W. A. 
Green Co., effective Oct. 15, 1918, took up the 
work of the National Association the following 
day. 

Although the entire country was in the 
throes of the influenza epidemic, meetings be- 
ing forbidden, and in many cities the business 
houses being permitted to remain open Only 
part of the time, I decided that we could not 
wait until it abated and proceeded accordingly. 

The first city visited was Fort Worth, Texas, 
the Associated Retail Credit Men having been 
organized, with 25 of the representative firms 
as charter members. My next stop was Den- 
ver, Colo., in which city, with the valuable 
assistance of National Director Howell, the 
Associated Retail Credit Men were organized, 
with 67 charter members. We visited Pueblo, 
Colo., for one day and organized the credit 
men of that city, with 10 charter members. 
On my way to Omaha I stopped in Lincoln, 
the home of Director Nelson, and after calling 
on several of the credit men and meeting 
others at the hotel, it was my pleasure to ad- 
dress the members of the Association at their 
noon luncheon. Lincoln, a city of not more 
than 60,000 population, deserves special men- 
tion, having a live Association of 70 members, 
all of Whom are members of the National. In 
Omaha I organized the Associated Retail 
Credit Men, starting off with-37 charter mem- 
bers, the result of two days’ work. Next I 
visited Kansas City, the Associated Retail 
Credit Men having been organized with 50 
charter members. From there I made St. 
Joseph, Mo., having addressed the credit men 
of that city the evening of Nov. 5th. The St. 
Joseph Association was organized several 
years since and will no doubt affiliate with 
the National in the near future. As a result of 
my visit eight members of the Association 
joined the National, increasing our member- 
ship in that city to eleven. The Association, 
numbering 30, expects to put On an active 
campaign for new members, and will no doubt 
be very successful, as the Association has 
been brought to the front through their several 
months’ newspaper campaign. 

Following Kansas City, I visited the National 
office for one day, being in St.. Louis the day of 
the false report of the signing of the armistice. 
All stores closed for the afternoon, which gave 
the old guard, Messrs. Jackson, Woodlock, 


Snider and Wolfort, an opportunity to meet 
with Kruse and myself for the discussion of mat- 
ters of interest to our organization. 

Several days were spent in Chicago, during 
which time I called on a number of the credit 
men. They organized recently and I am to 
return there after the holidays, when, with 
the assistance of the President of the Asso- 
ciation, Mr. Lawrence Greenebaum (an ex- 
National Director), Mr. MacKenzie and their 
Secretary, Mr. Davies, we hope to affiliate the 
entire membership. 

I then visited Cleveland, having spent much 
time with National Director Schmus, On 
Thursday, Nov. 14th, I was a guest at a lunch- 
eon given by the Credit Men, something like 
85 being in attendance to welcome me to 
Cleveland. The Cleveland Association has 
promised a large increase in new members 
(one firm having taken out five additional 
memberships that day), to show that they 
appreciate the action of the Board of Directors 
in choosing Cleveland for National headquar- 
ters. I spent one day in Akron, Ohio, having 
had the pleasure of lunching with a number of 
the credit men, and while there obtained seven 
members for the Akron Association. The As- 
sociation has done much to better credit con- 
ditions in Akron and will show a nice increase 
in members the coming year. My next city 
was Rochester, N. Y., in which city the sec- 
ond convention of our Association was held. 
The Credit Men’s Division of the Merchants’ 
Council of the Chamber of Commerce was or- 
ganized in that city and they have put them- 
selves on record as being out for the member- 
ship trophy, to be awarded at the St. Paul 
convention. Owing to my engagement in Wor- 
cester, I was compelled to leave Rochester 
after two days, one of which—Saturday—was 
a very busy one for the credit men, and I hope 
to return there for a day or two before the 
holidays. 

From Rochester I went to Worcester, which 
zity I promised in September, to visit in Octo- 
ber or November. The membership of their 
Association is one hundred—twenty of whom 
were members of the National Association. 
After meeting with the Board of Directors and 
going into the matter fully with them, they 
decided to affiliate in a body, because it was 
felt that it would stimulate interest in the 
local Association, the members getting new 
ideas and enthusiasm from the National. That 








24 THE CREDIT WORLD 


the Worcester Association is a success goes 
without saying, the Treasurer being able to 
pay the dues for each member, totaling $300.00, 
and still being far from bankrupt. While there 
the announcement was made that Worcester 
haa gone over the top in the “War Service 
Drive,” raising something like a million two 
hundred thousand dollars, or $6.00 for each 
resident of Worcester, thereby leading the 
entire country. At a banquet on Tuesday even- 
ing, Nov. 19th, our President delivered a very 
interesting address on “Unity in Business,” 
which appears in this issue of the CREDIT 
WORLD. The address was enthusiastically 
received by the Worcester merchants and 
credit men, and was followed by the address 
of your Secretary, in which I covered the ac- 
tivities of other Associations and made sug- 
gestions which [ thought would be helpful in 
their work and which they decided to adopt. 
They are looking forward to a most successful 
year and we can expect much from Worcester 
and the Worcester Credit Men. 


In Boston the evening of the 20th, your 
President and Secretary addressed the mem- 
bers of the Boston Association. In explaining 
to them what we hoped to accomplish this 
year I pointed out to them that we favored 
Boston in Cleveland last year by electing a 
Boston man, Mr. Critchett, to our Board of 
Directors; that we followed that up imme- 
diately by deciding on Boston for the 1918 
convention. Then in Boston this year we had 
favored them with the Presidency, in electing 
Mr. Blandford—for all of which we expected 
them to increase their membership very ma- 
terially, putting 250 members as the minimum. 
I understand there is no question but what 
they will join the National in a body—the by- 
laws to be amended at their annual meeting 
next March. Spent several days in Boston, 
going over matters with President Blandford, 
and at the same time I visited Salem, Lynn and 
Providence. I have been promised the co- 
operation of the Credit Men in the three cities 
and expect to return there in the spring, at 
which time I will organize local Associations. 


As this is being written I am in Springfield, 
Mass., and expect, starting tomorrow, to in- 
crease the membership of the Association here, 
following which I will spend several days in 
Hartford and New Haven, Conn., then two or 
three cities in New York State, before the 
holidays. 


The trip to date has resulted in an increase 
in members of more than 300—which I am con- 
fident the Credit Men will double before next 
summer. 


I have found everyone enthusiastic regard- 
ing the National Association, its accomplish- 
ments and its future, all being glad of the op- 
portunity to do their part in the upbuilding of 
the National and in carrying out its objects. 
It is felt that of all times the Credit Men 
should co-operate to the fullest extent in the 
solving of the reconstruction problems, nation- 
ally as well as locally. 


In discussing the “Credit World” with 
President Blandford and with Directors Hymes, 








Howell, Nelson, Woodlock, Schmus and As- 
sistant Secretary Kruse, it was decided that 
the bulletin should be greatfy improved with- 
out delay—starting with the January number 
(possibly to a small extent with December), 
the CREDIT WORLD will be departmentalized 
as follows: 

Officers and Directors Page—(For articles 
and suggestions from the officers and di- 
rectors). 

General Topics—( Matters of mutual interest, 
exchange of ideas and short, snappy articles 
by members). 

Local Associations—(Covering activities of 
affiliated Associations). 


Bureau and Agency Matters—(Suggestions 
for bettering the rating service, exchange of 
ideas, forms, etc.). 


Forms, Letters and Publicity—(Under this 
heading we will publish each month forms 
and letters in use in various sections of the 
country, also newspaper articles of an educa- 
tional nature, such as used by many of the 
Associations in their campaigns). 


Questions and Answers—(Members will be 
expected to use this page freely, asking for 
assistance in solving any problem; likewise 
the members are expected, when possible, to 
answer the questions asked). 


Skips, Frauds, Etc.—(This department will 
be continued as in the past). 


In addition to the above we will endeavor 
to have in each issue several worth-while 
articles on credits and collections, and other 
matters of interest. Everyone is expected to 
co-operate in furnishing material for all of the 
above departments—not only enabling us to 
make the CREDIT WORLD a big force in 
helping our present members, but also in the 
upbuilding of our Association. 

Your Secretary expects to spend practically 
all of next year from January 1 until the St. 
Paul convention, visiting cities and organizing 
local Associations or assisting in increasing the 
membership in Associations already organized. 
I want to show an increase of from 5,000 to 
6,000 members for the year 1918-1919, and to 
do this I need your help. Will you do your 
part? You will not only help the National 
Association, but you will help your fellow 
credit man. 

In the event you have no local Association 
in your city and want assistance in getting 
one under way, write me and I will make a 
special effort to visit you, doing so at the first 
opportunity. 

We have a wonderful future—and with every 
member doing not only his part but his best, 
we will be proud of our work for 1918-1919. 


Now, all together for a bigger and better 
Association. 
Cordially, 
L. S. CROWDER, 
Executive Secretary 


Springfield, Mass., Nov. 28, 1918. 














RAILROAD EMPLOYES’ ACCOUNTS. 





A Letter from Washington to Mr. Tregoe. 


(Continued from last month) 


Without waiting for the final consummation 
of the agreement between the railroads and 
the Government, I think I am now able to 
answer the question put by you in your letter 
of the 25th of June. 


In view of the Governmental control of rail- 
ways, are or are not the employes of the rail- 
ways regarded as Government employes? 
(This question would have a bearing upon the 
application of Attachment Laws in States 
which do not apply in the case of Government 
employes but would to the employes of rail- 
roads.) 


All of the funds of the railroads, including 
cash on hand and receipts, became United 
States Government property on Januarv Ist, 
1918. On the 30th of March, 1918, John Barton 
Payne, Esq., counsel for the Director General 
of Railroads, wrote as follows: 


“T beg to advise that under the Roalroad 
Law and Bill now in force, no attachment can 
be levied upon any of the property used by 
the Government in the operation of the rail- 
roads, and by Circular No. 12 the Director 
General has formally taken possession of all 
cash in the hands of the carriers.” 


The railroad employes now receive their pay 
from the “North and South Railroad Federal 
Account,” and checks are signed by “John 
Smith, Federal Treasurer.” The business of 
the railroad, including its correspondence, is 
done under the following style: “United 
States Railroad Administration North & South 
Railroad,” the word “Company” after the word 
“Railroad” being stricken out. The Act of 
Congress of March 21, 1918, which is the re- 
cently enacted statute respecting the Federal 
control of railroads, provides in Section 10 that 
“no process, mesne or final, shall be levied 
against any property under such Federal con- 
trol.” Wages are paid out of current operat- 
ing revenues and Section 12 of the Act provides 
that moneys and other property derived from 
the operation of the carriers during Federal 
control are hereby declared to be the property 
of the United States.” It would seem to be 
clear, therefore, that until the money is ac- 
tually paid to the railroad emploves, it is part 
of the funds which. by virtue of the Proclama- 
tion of December 26, 1917 of the President of 
the United States and the Act of Congress of 
March 21, 1918, are now the propertv of the 
United States and not subject to writs of at- 
tachment, 

And, as a matter of fact, the General Solicit- 
ors for railroads are writing to Justices of the 
Peace and other judicial officers who have 
issued attachments against the salaries of €m- 
ployes a general form letter in which thev de- 
cline respectfully to honor the attachment 
upon the ground “that this Company is unable 
to comply therewith.” 


I am at this time unable to secure a copy of 
the opinion, but I am credibly informed that, 
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in the case of Lavine V. Stimson, in an opinion 
handed down on June 18th last, the Supreme 
Court of New Jersey at Trenton stayed an 
execution on a judgment against an emplole of 
the Pennsylvania Railroad in New Jersey, 
basing its decision upon the general grounds 
expressed in the foregoing opinion. Until con- 
trary decisions are rendered by the courts, I 
am inclined to believe that the position taken 
by the Solicitors General for the railroads is 
correct, and that the wages and salaries of 
the present employes of the railroads are not 
subject to attachment. 





ADDRESSES WANTED. 
Look Them All Over. 


Arbuckle, W. B., Port Arthur, Texas. 

Barton, Dr. O. L., Crosby, Texas. 

Beale, O. T., Galveston, Texas. 

Bradburn, J. G., San Antonio, Texas. 

Brown, Alex M., Lancaster, Mass., real estate 
dealer, 18 West St., Worcester, Mass. 

Couvilleon, J. D., Shreveport, La. 

Drick, F. J. Victoria, Texas. 

Ellis, W. C., manager Kress Co., of Knox- 
ville and Nashville, Tenn. 

Graham, L. C., Houston, Texas, T. & N. O. 
switchman. 

Groppe, A. A., Havre, Mont., telegraph oper- 
ator of R. R. Co. and Western Union. 

Heskett, A. G., Prescott, Arizona, Springfield, 
Mo., mining stock salesman. 

Hobson, L. W., 424 9th Ave., San Francisco, 
Cal., salesman McCaskey Register Co. 

Hutchinson, R. E., Hempstead, L. I. 

Lipscomb, R. H., Hempstead, Texas. 

Lorraine, Mrs. M., San Francisco, Cal., and 
Chicago, Ill., bookkeeper. 

Major, Vernon, Empire Hotel, New York. 

Martens, H., 411 Beatty Bldg., Houston, 
Texas. 

Price, J. B., Urbana, Texas. 

Quinn, Mrs. J. A., St. Louis, Mo., and 
Monette, Mo. 

Rogers, J. B., Austin, Texas, Dept. of Justice, 
S. A. Texas. 

Ryan, W. R., Beaumont, Texas, brakeman on 
T. & N. O. R. R. Co. 

Stavro, R. N., Houston, Texas, Ford Motor 
Car Co. 

Stevenson, J. T., Houston, Texas, Otis Ele- 
vator Co. 

Strone, L., Miami, Fla., West End Ave., New 
York City. 

Vernon, T. H., Huffsmith, Texas. 

Weiss, D. A., Prince Theater Bldg., Houston, 
Texas. 


Williamson, G. E., Dallas, Texas, Cotton Belt. 
Winfield, P. S., Oakland, Cal. 
Wright, R., Sioux City, Iowa, Hotel Martin. 
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ADVERTISING PAYS 


Associations all over the country are realizing that it is to the advantage of the Retail 
Merchant to educate the public to the necessity of meeting their bills promptly. Adver- 
tising campaigns, through the press and pulpit, and a free use of printers ink spells good 
accounts, prompt pay and reduced losses and it is good business. 











D O Y O U P A Y Being the first and intro- 


duction to a series of talks 


YOUR BILLS? a 


A STORY Crepirt is the most wonderful thing in the commercial 
world 

NCE upon a time, a young man, wide awake, aggre 
O sive, promising and with a good standing in his It has made MILLIONAIRES OVERNIGHT. 

munity, walked into a clothing store, tried on s 
suits of clothes, picked out one and said, ‘‘charge it > 
merchant knowing the young man to be a man of honest 
intentions—charged it. 





It has kept scoundrels from bing MEN OF MIGHT 





Crepit has the same weight in all circles. 


The little child at home credits the father’s assertion 

that tonight he will bring home a package of chewing gum 

credits it until he FAILS—until “‘rHe rarra MAN HAS IN 
THE INTEGRITY OF HIS FELLOW-MAN’”’ fails. 


The same young man, several days later, walked into 
a shoe store, selected a pair of shoes and said: “Charge it.” 
The shoe merchant, also acquainted with the promising 
young man’s reputation, entered the charge upon his books 


The young man then, in turn, visited the tailor, the Then even the little child credits no more. 
barber, the haberdasher, the florist, the jeweler and all tl hi 
a 1¢ P rs ‘ cers ‘ -dollar ans r 
ps tag lay ints ln the community, made purchases from we rs 2 eee eae a Sane ee re fos me 
y T ’EG ¥ ) 2LL - 
each and said: “Charge it.’ rape Messin “ ba ee ‘ 


MAN’’—upon CREDIT. 
Before long the promising young man owed every mer- a 
chant in the city and the bills became due. Each individual can b> measured on credit basis: 
Each carries a plus sign or a minus sign—each is born into 
the world with an EQUAL CALL ON CREDIT. 





___“They’re suckers,” said the young man. ‘They were 
willing to take a chance with me—they sold me their goods 





and now they can sweat for the money.”” And having de- It is withheld from none—it is open to all. It’s merely 
cided upon his course, the divers merchants perspired pro- a matter of integrity linked with a determination to be 
fusely in their attempts to collect what was justly due them honest. 

But another day came. The promising young man 


“ > *REDIT YONDERFUL THING 
with the apt brain hs ad an opportunity to “‘get in on some- Yes—CREDIT IS A WONDERFUI : 


thing big.’’ He had no money; he hadn’t saved—but he 


would go to the bank and borrow some, like all business 
men, and after he had “cashed in’”’ he would settle his ac- THE CREDIT MEN’S ASSOCIATIONS 
counts with the “sucker” merchants. 


his story— but to his infinite dismay, the committee identified with the various retail and wholesale in- 
wouldn’t pass upon his note. Indignation knew no bounds terests of this city, who are organized to fight the 


—but he was told that. the “Credit Men's Association” of man who constantly abuses his credit by imposing upon 
the city had catalogued him as ‘“‘No good,” “Credit poor 


In high hopes he wended his way “bankward’’—told Tis Credit Men’s Associations are composed of men 





1“ } } “THE FAITH MAN HAS IN THE INTEGRITY OF HIS FELLOW- 
ae tequire cash. MAN.”’ The man who has become obnoxious to society 

The opportunity of his young life slipped away. In and is known in commercial life as a ‘DEAD BEAT. 
his youthful foolishness he had “‘dubbed”’ all men “suckers.’ - . oo land 
His was the brilliant mind—all others were “numskulls.” THe Crepit MEn’s AssocraTions are organized to help 
Yet the “numskulls” knew one thing that the young man the man who, not fully aware of the value of CREDIT, is 
in all hs brilliancy, hadn’t reckoned with—“INTEGRITY letting himself, slowly but surely, slip into the “prap 
He had yet to learn the value of CoNFIDENCE. BEAT” mire. 

While this story has reference to a young man, the It is almost impossible to resurrect a ““DEAD BEAT.” 
same trouble here related is applicable to accounts made by 
young and old, men and women. i By an INJECTION OF HONOR it is, most times, possible 
P to prevent a man from bec oming a “‘DEAD BEAT.”” That is 

om one object of the Creprr MEN’s AssOcIATIONS 
To correct this evil, Clearing House Associations exist 
CREDIT in all large cities. 
REDIT is the faith man has in the integrity of his ~ At any time any member of the association can upon a 1 
fellowman. moment’s notice learn just what each individual owes to the 
Credit buys more on the open market in the world various merchants of this association. 


today than all the gold in existence. Credit even buys 


If the CREDIT a man has at a certain store is abused—if 
gold—therefore, CREDIT IS MORE VALUABLE THAN GOLD. 


the account is not paid promptly—the association reports 


Yet men who wouldn't for one moment hazard their this fact upon inquiry to other members. If a merchant 
gold—will unhesitatingly hazard their credit refuses to sell a man on credit, because of a faulty record, 

Men who would hold up their hands in horror at the that information is also given to every inquiring member 
very thought of stealing gold—steal credit. They steal the of the association. 


very faith men have in them—they appropriate the con- 


: - ae : In a “nutshell,’”’ the association was formed to prevent 
fidence of others, friend or foe 


the ABUSES OF CREDIT—which are manifold—and which 


And in so doing they help to undermine the very f: abric abuses will be taken up from time to time and discuss “d 
upon which the industry of the world has grown—‘THE publicly in a series of advertisements, of which this is 
FAITH MAN HAS IN THE INTEGRITY OF HIS FELLOW-MAN.”’ the first. 


The Kansas City Credit Men’s Associations 
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ADVERTISING PAYS—Continued 











An Advertisement of the 


Retail, Credit Men’s Association of Knoxville 


WHAT IS IT? 
A Clearing House of Credits—owned and operated by the Retail Merchants of Knoxville, in the interest of 
better credit conditions in Knoxville territory. 
The Retail Credit Men’s Association does not publish a rating book and has no connection whatever with any 
privately owned agency of any name or kind. 
This Organization deals only in up to the minute information obtained through daily reports of Ledger experience - 


WHO BELONGS? 
_ One hundred and fifty (150) live, progressive, business institutions who demand new, complete and efficient 
credit service—and they're getting it—very few ret: rile ‘rs in the city do not belong to the association. 
WHERE LOCATED? 
The office of the Retail Credit Men’s Association is on the Sixth Floor of the Arnstein Building. A competent 


manager and assistants in charge. The credit history of Knoxville’s buying public is on file in the office, there being 
at this time upwards of 75000 ratings and special reports. 


Do You Pay Your Bills That's a sign that you are Are You Careless and In- Better be careful, that’s 
Promptly? thrifty, honorable and suc- different in Meeting a dangerous habit and 
cessful. Your Obligations? might embarass you 
Are You Slow Pay? —Your style of paying makes sometime 

your rating and a slow rating is Do You “Kite Checks”’ or —Had you thought about 
undesirable. Give Checks Without the bad effect that has 
(If there is reason for your Sufficient Funds? on your credit standing 
slowness, don't fail to tell your both with the bank and 

merchant about it and keep the merchant? 


straight.) 


It is the mission of the Retail Credit Men’s Association of Knoxville to make and keep every customer's credit 
good, and we ask your co-operation. 
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Lam greater than all the gold; 
All the precious jewels— 


In fact, the world cannot 
run without me. 


I am the basis upon which your business and your social life is built 
more so now than ever before. 


I cannot only give you the means to become rich, but give you something that gold cannot 
buy—CREDIT. But you must use me rightly; should you use me wrongly, 
woe be unto you. 


I can ostracise youin the smallest as well as the large ste nvironme nt—when your fellow men 
and women will not barter with you except on a “‘cash down” or “show me” basis 
nor will they have faith in what you tell them. 


I am Confidence—the one and the biggest asset in the modern world today—that commands 
every i every phase of civic and social life 
You Need Me Always 


I and the business men of Kansas City have bandc¢d together for the purpose of asking you 
to pay your bills as early as possible; hetter still to pay them as early in the‘month 
as possible— - it won’t ever be necessary for us to take away your greatest asset 


—CRE 
Our Government asks it—it will help win the war. 
The Kansas City Retail Credit Men’s Associaticn (composed of nearly all the wholesale 
and retail merchants of Greater Kansas City, and affiliated with similar organizations 
throughout America) is an organization for the purpose of establishing reliable credit 
information, and for the exchange of same. 


This is how it works: You pay Me—I’ll pay Him—and He'll pay You. 


The Kansas City Retail Credit Men’s Association 
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TO THOSE WHO ARE GUILTY OF 
ABUSING CREDIT ACCOMMODATIONS 


Do you know that your individual procrastination—your failure to pay w hen pronised —is endangering the 
whole credit system which is such a vital factor in the progress of every business institution? 

Do you think the benefits of the credit system you are e njoying today can continue to stand up if you abuse 
the privileges it affords? Don’t you see that a general tighte ning up of credits will b2 necessary if the present 
abuses of credit accommodations continue as they have? 


Do YOU want your cre dit accommod: ations taken away from you entirely or so restricted that it will work a 


hardship on you? Of course you don’t, and neither does any other business man or individual who now 
enjoys a credit account any where. 


, T . 9 
Don’t Look Upon Your Promise to Pay as a ‘‘Mere Scrap of Paper! 
Remember that someone else is depending upon your promise to pay, so that they may take care of their prom- 
ise to pay someone else. Bear in mind that if just one party to a transaction fails to keep his promise to pay 


it throws out the plans of the entire chain of individuals and firms whose promises depend upon the fulfill- 
ment of the promise of one. 


DO YOU PAY YOUR BILLS? 
PROMPT PAY CREATES CREDIT: 
The bills you incurred last month are due. Bills you made before last month and which still remain unpaid 


ARE OVERDUE. If you do not pay them you are imposing upon gool nature 
The goods were charged to you for convenience sake—YOUR CONVENIENCE. 


NOW IT’S YOUR TURN TO MAKE GOOD! 


ST. JOSEPH RETAIL CREDIT MEN’S ASSOCIATION 
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Credit Is the Badge of Honesty 


Credit came in with civilization—when man began to have faith in his fellowmen. To revert to a no-credit 
plan would be equivalent to reversion to savagery. Germany lost the faith of humanity when she abused the faith 
all nations held in The Hague and other treaties 


The entire financial system is based on the faith men have in each other’s honesty. YOU are a more or less 
important cog in the financial system of the country. 


If you pay your bills promptly the whole set of machinery works right—if you don’t pay promptly the ma- 
chinery is disrupted and a certain cog may have to be removed. 


Credit is for your convenience. 
It is the easiest thing in the world to get—if you play square—the hardest if you shirk your responsibilities 
Credit is based solely and absolutely on past performances. 


If you have always paid your bills promptly you can obtain credit easily anywhere in the city or the 
United States. 


If you have evaded payment, even though your intentions are ever so good, you will be listed far and wide 
“bad pay” and your credit is gone. 


Tomorrow is the Fifteenth of the month—pay all your bills or make arrangements to take care of them before 
the twelfth. 


It will make you feel better—it will strengthen your credit—and the financial machinery will function properly. 


The Kansas City Credit Men’s Associations 


We Exchange Credit Information with all stores of the city and the United States. 
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“YES,—MR. MERCHANT 


WE PAY OUR BILLS”’ 


Wwe. are proud of the confidence you have in us to accept our word to meet our obligations promptly. We cherish the 
respect that a charge account furnishes to meet our wants, the necessities and comforts of life for ou families. 
We are not unmindful of the contentment and satisfaction obtained through the use of a charge account at your store. 


True, business cannot expand, cannot keep healthy, cannot maintain its prestige, unless bills are paid 
and paid with some assurance of continued promptness. 


We believe that credit is an essential requisite of good citizenship. It has proven a great help to us and in 
return for that splendid service we look forward happily to the opportunity to visit your store and tell the salesman— 


“CHARGE IT TO MY ACCOUNT” 


A wise man will extend his lesson to all parts of life, and know that it is always the part 
of prudence to face every claimant and pay every just demand on your time, your talents or 





your heart. 


immediately. 
repeated to wonderful possibilities. 


generally. 








Always pay; for first or last you must pay your entire debt, you must pay at 
last your own debt. Everywhere and always this law is sublime.—Emerson’s Essays. 


Every man can enjoy the privilege of a charge account. 

for adjustment, a period of preparation, and enables people to have the reality and satisfaction of what they need 
A charge account is a shelter, self reliance, a mutual friendly arrangement that can be adopted and 

It all depends upon the merits of the man—and most men like to be known as a 

safe, sound, good risk. This is the emblem of worth that makes better men and bigger business, better conditions 


Mr. Merchant, we are coming to your store again and again. 
service and we will continue as in the past to pay our bills promptly. 


An expression from Kansas City family heads to 
The Kansas City Retail Credit Men’s Associations 


It is the popular way to do business, because it allows 


We are satisfied with your goods and your 
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Don’t Get ‘‘Huffed’’ If You Are 
Dunned for an Overdue Bill 


A certain prominent woman walked into the credit depart- 
ment of alocal store one day. She wasindignant. Some one in 
that crude establishment had dunned her for an overdue bill. 
True, the bil! was four months past due, but—she was Mrs. 
So-and-Such, of the socially prominent So-and-Suchs. She was 
above being dunned by a mere tradesman. 

And it is recorded that the credit man was much impressed. 
He was of the old school; his kind has given place to the new 
kind of credit man—the fair, impartial, STRICT arbiter of his 
firm's credit accommodations. 


In these times, credit men in ninety of New Orleans’ best 
retail stores look on all credit customers with the same eye. Mrs. 
So-and-Such must pay her bill on schedule time or she will be 
spoken to aboutit. Let her permit it to drag for several months, 
and the account is closed until payment is made. 


No person need think that his business is so valuable to the 
ninety members of this Bureau that they will be glad to carry 
him for months on end as in the old days. It is the other way 
around now. Slow-pay business is not good business; none of 
these ninety stores want it; none will have it. 


Pay up promptly, like every other good citizen; expect no 
special credit favors because of position or influence; you will be 
better off for it in the end. 

New Orleans Retailers Credit Bureau 


Ninety Leading Local Stores 


Merchants Present a Solid Front 
to the Slow Payer 


Time was when a customer of one store, being asked to pay 
up an overdue account, could put on a fine indignation and 
punish the storekeeper by taking his patronage to another 
store close by. 


Not so today. The credit men of ninety leading New Or- 
leans stores inform each other of every customer's record for 
promptness or otherwise in paying bills. The chronic slow-pay 
is being urged to get square and he can’t kick back because no 
other store will take him on until he can show a good credit 
record where he happens to be buying. 


You people who, for one reason or another, are taking your 
own time about paying your monthly accounts, be warned 
The road to improvement is open to you. Take it. Pay up 
your indebtedness month by month. Pay in June the state- 
ment that is rendered you on June 1; do the same in July for 
the July 1 statement; make each month a clean sheet with no 
hang-overs. 

You will find it will pay you in the end, because it wil 
teach you to live rationally and within your means; it will save 
you the harassments of dunning letters and bill collectors, 
and it will enable you to hold your head up among men who 
live up to their obligations as men should. 


Pay up today, and keep paid up. 


New Orleans Retailers Credit Bureau 


Ninety Leading Local Stores 
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“RESOLVED, THAT WE SHOULD CREDIT THE MAN WHO NEEDS CREDIT” 


Negative Argument presented by Miss Elizabeth Aiken, Assistant Sec’y Associated Retail Credit Men of Atlanta 


Mr. Chairman, Honorable Judges, 
Ladies and Gentlemen 
‘rhe question, of which I have the negative side, is 
“Resolved, That We Should Credit The Customer 
Who Needs Credit.’ 

There is one word in this subject around which ™~ 
whole debate revolves. That word is ‘‘need’’ N-E -E-I 
This word is sometimes confused with the word ‘ ‘de: 
sire’’ to such an extent that they apparently become 
synonymous. Let us define these two words and notice 
the aifference between them. 


DESIKE: Means “‘to wish earnestly for’’— 
“crave’’—‘‘an object longed for’ “a petition or 
prayer.”’ 

. EED Means ‘‘necessity’’—‘‘urgent want" 


““poverty.”’ 

It would seem useless to go further into a debate 
on this question with these aetinitions placed clearly 
before you. In fact, | would be willing to rest my side 
on the bare detinitions of these two words, after calling 
your attention to the fact that the word in our subject 
is the word “NEED.’ 

Credit is one of the fundamental bases upon which 
the business world is built. it is a necessity, therefore 
must be regulated. Creait is necessary because there 
is not sutticient circulation of money in the world to 
do 25 per cent of the worid’s business. With over 75 
per cent of the world’s business done on credit we would 
soon have business top-heavy and facing bankruptcy 
unless we exercised a strict regulation of credit and 
credit extension. 

in order for business, individually or collectively, 
to remain in a healthy state, the accounts receivable of 
that business must be liquid at all times. Show mea 
business whose accounts receivable are stagnant and 
I will show you a lax credit man who is fast allowing 
that business to drift either to an assignment or the 
bankruptcy court. 

So much for the necessity of regulation. 

Now, getting down to tne retail mercantile busi- 
ness. The first questions we would ask the head of a 
business are: 

‘What is your capital invested?" 

‘What is your annual volume of business?’ 

“What proportion of that volume is sold on 

credit and what proportion for cash’ 

“Vo you discount your bilis, therefore taking 
advantage of your extra profit?” 

“What proportion of your credit accounts are 
collected monthly?” Not meaning, of 
course, just what your monthly collections 
are, but what proportion of the accounts sold 
during the previous thirty days are collected 
during the following month.) 


By the time we had gone this far we would be be- 
ginning to get an insight on the management of that 
business. 

if we were’ figuring on buying out that merchant, 
and he told us that his collections were “‘all right,” the 
accounts on his books were good, but that he did not 
discount his bills—it was necessary for him to borrow 
from the bank in order to take up his bills at the final 
maturity date—that’ he did lose the discount on his 
bills and was also put to some expense on the money 
borrowed; giving as his reason for this condition the 
fact that he had some accounts on his books which 
had been standing several months—BUT THEY 
WERE GOOD, he had been crediting hi- friends who 
really needed credit, and also, some exce »Uonal cases, 
where the customer NEEDED credit—bu: they were 
honest people and would undoubtedly pay some day. 
Right there is where we would stop and begin all over 
again with our figuring and the chances are mone than 
equal that when we aid figure over again, w: would 
find marked on the ledger sheets of a large num: er of 


those ‘friends accounts’ and ‘“‘special accounts’ 
“Address Wanted.’’ The remainder would just be 
Stagnant, and they would remain stagnant, because 


those very accounts are the worst accounts you have 
provided, of course, you are in business to make a 
living and are not running an eleemosynary institution. 
For, if you can’t work a friend, who can you work? And, 
that is the way those friends and special customers who 
need credit feel about their accounts on your books 
they are good if they never pay. 

My reason for bringing into the discussion the 
question of ‘‘friends accounts’ and ‘‘special accounts”’ 
is that it might be argued that the credit man knows 
Bill Smith personally. Bill's his friend, and therefore 
he extends Bill credit because Bill is in hard luck, he’s 
got an extravagant family, he’s behind with his grocery 
bill and rent, had to drop his insurance, owes a loan 
company $300.00 (which costs him only $15.00 a 
month), his wife wants a new suit—and Bill got three 
new suits yesterday—but not the kind you wear. OF 
COURSE, BILL NEEDED CREDIT! 





5 


The credit man’s excuse for crediting Bill was 
““Why, I know Bill—he’s been working over here at the 
Simplex Company for the past ten years, makes $200.00 
a month, is a steady worker, well thought of by his em- 
ployers; in fact, he’s one of the best fellows | ever knew 
He's never been able to save anything because he has 
had an extravagent family. But, he’s all right! Be- 
sides, he has two daughters and a son growing up, and 
the credit man wants to cater to the “‘family trade. 
Fine chance to get $1,000 on your books and then settle 
it with a little pink slip which says ‘“‘Appear before the 
Honorable Percy Adams.’ Referee in bankruptcy 

The case of Bill Smith, while cited as an exception, 
is in reality about the general run of such accounts, 
evidence of which we have on hundreds in our files 

For instance: An army officer came to Atlanta 
and he needed credit. He was a major. Had a good- 
looking, young wife (possibly that’s why he got credit 
and she just had to have a winter suit and other neces- 
sary articles, to the tune of $125.00. The last we heard 
of that account, the Major was in irance and his wife a 
chorus girl in New York. We were asked to get their 
addresses—Some job! 

Another instance of where an 
widow had less than $1,000 in property consisting of 
vacant lots. And these vacant lots represented her 
total known assets. She needed credit and got it to the 
amount of several hundred dollars. Lt seems there was 
something else vacant besides the lots. We are still 
looking for her. 

So, it is not only a question of not granting credit 
to the man who needs it—but you had also better let 
the woman alone who needs credit. 

have tried to, in a measure, bring out the unde- 
sirability of the account of the customer who needs 
credit. Now let us consider the customer who ‘‘desires” 
credit. 

The customer who pays his accounts promptly 
does not, in the strict sense of the word, need credit. 
in this case it is only a desire for the convenience of the 
credit account and a part of the store’s service in accom- 
modating that desire. 

Retail credit, taken as a whole, is a necessity. Taken 
individually, passing on each account separately, retail 
credit is a Covenant of good Faith, an accommodation, 
a courtesy. To be entitled to this credit, one should be 
required to measure up to certain specific requirements 
These qualifications may be concisely expressed in one 
word, ‘Responsibility.’ When we use the term re- 
sponsibility we don’t mean that it should be clothed in 
limitations, but should be used in a much broader sense. 
If we will only think for a minute we will realize that 
this one term is the fundamental principle upon which 
all credit should be extended. It represents both the 

‘P-r-i-n-c-i-p-l- e" or moral requirement and_ the 

“‘P-r-i-n-c-i-p-a-l’’ or financial requirement. It is 
useless to state that without either of these requirements 
credit would be a very unsafe proposition. It is also 
useless to state that with these requirements a cus- 
tomer does not really need credit in the strict meaning 
of the word ‘need.’ 

It is seldom that a full purse alone pays the bill, and 
more seldom that a good intention with an empty purse 
ever pays. 

‘rhe duty of the Credit Man first of all is to protect 
his employer. To do this, he must wisely, tactfully, yet 
firmly refuse to open any account which good judgment 
tells him would not be both desirable and profitable. 
Therefore, he will necessarily refuse to credit the man 
who needs credit. Especially must this be true during 
the period of re-adjustment, with the possible reduction 
of salaries, wages, and in some instances maybe the lack 
of employment. Fourteen billions of dollars represents 
a sum which we cannot comprehend. Nevertheless, the 
armistice found American industries with that amount 
of Government orders on hand. Of course, all of these 
orders will not be cancelled. But, the cancellation will 


attractive young 


necessarily be enormous (Possibly to the extent of 
$100 for every man, woman and child in the United 
States—or, an amount equal to more than the com- 
bined totals of the third and fourth Liberty Loans 


And even though this cancellation program is worked 
out gradually, the effect may prove a serious problem. 

The immediate solution of keeping the retail mer- 
cantile business safely and prosperously liquid rests 
majorly with the credit men. It is not now a question 
of whether you wish to adhere to strict business prin- 
ciples and wise regulations, but it is a necessity and 
must be faced as such. 

In closing, may I again call your attention to the 
meaning of the word around which the discussion has 
taken place: 

The word: 

NEED: 


Which means, ‘‘Necessity’’ 
“Urgent Want 
**Poverty”’ 

I thank you! 
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RESPONSIBILITY AND PURPOSE 


wv 


ETAIL CREDIT MEN exercise a great influence over the indi- 
vidual. Greater in many respects than any other profession. 


Recognizing his responsibility, we call on every grantor of retail 
credits to study thoroughly the requirements of his profession, master 
them as the Doctor or Lawyer is required to understand the difficulties 
of his vocation. 


To assume the responsibility successfully, the Creditman must be 
of the highest moral character, of integrity, and his word must be de- 
pendable. The title ““Credit Man”’ should carry with it weight and force, 
recognized as standing only for the best that is in man. 


His dealings with his customers should be frank and open. He 
should be courteous, yet firm, instilling into the customer’s mind that 
the confidence reposed in him is a trust not to be broken. The cus- 
tomer should be advised the day on which the account is expected to 
be settled, and that the continuing of the account is contingent on the 
manner in which the bills are paid. The mistake of many Credit men, is 
fear of the customer, anxiety less a sale be lost. An open account is a 
courtesy extended by the house, not by the customer. Weak and fearful 
individuals holding down a Credit Men’s desk, are on the wrong job. 


The period of reconstruction is not far off, and of great moment to 
the Credit Man. Reforms will come, therefore lead, be in the van- 
guard and head the procession by: 


lst —Putting accounts on definite terms. 

2nd—Regular open accounts, 30 days. 

3rd —Other accounts, “‘special arrangements”’ should be made. 
4th —Terms must be adhered to, otherwise account will be closed. 
5th —No discounts. 


6th —No return of merchandise unless store clearly at fault, or for 
minor reasons. 


7th —No itemized statements; customer must keep sales tickets. 


—The Editor. 

















Use RAND and Attain 100° Record Efficiency 


Every Credit Manager must depend upon his records—not his mem- 
ory. Therefore, his records must be One Hundred Per Cent accurate, 
as well as instantly available, if he is to produce maximum results. 


RAND Visible Record Equipment makes certain visibility and access- 
ibility. These in turn guarantee accuracy. And all together mean 
the much-to-be-desired 100% Efficiency. 


Whether you have one hundred or a hundred thousand accounts, 
RAND will enable you to authorize your credits instantly, and at all 
times to know the condition of each account. 


Write us and tell us your problems—without obligation we will offer 
suggestions that may help in solving them. 


The FRAND Company 


1422 Rand Building North Tonawanda, New York 











